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Here's  real  awning  news! 

New  STAYLITE  Awnings,  mac 
STAYTEX,  Sli 

c|||iWne  fTie^fl^Ipnta^ 
and  novable-t]M  awq 
jections — i  ijey  shade^pthouH 
re-paintiri  ^  * 


M^hey  overc 
^ng  the  room  i 


|s.  doors 
ps,  stores 

fie  the  most  common  ob* 
d  do  not  require  periodic 


the  new  mincle  nnerit 


STAYTEX  is  the  j 
being  used  for  i 
hulls,  truck  bodid 
items  that  must^ 


f^ral  pajHs,  bd 
^trailers,  njHy  otf 
sist  wear^Bd  • 


Stronger  than  steel,  lighter  than  alumi¬ 
num,  STAYTEX  cannot  rust,  rot,  mildew 
or  warp.  Resists  all  weather  conditions 
and  has  a  heat  conductivity  of  only 
1  */o  of  that  of  aluminum.  This  means 
cooling  shade  under  a  burning  sun. 

Color  is  sealed-in,  cannot  peel,  chip, 
or  crack.  Easily  washed  clean. 

STAYTEX  gives  awnings  a  softer,  more 
decorative,  textured  appearance,  yet  is 
rigid,  strong,  has  phenomenal  resist¬ 
ance  to  weather,  heat,  abrasion  and 


STAYTEX  is  tighter  than 
aluminum— —stronger  than 
steel. 


Colors  are  sealed  •  in. 
Cannot  chip,  peel  or 
crack.  Easily  washed 
clean. 


You  can  sell  STAYLITES  as 
a  complete  package.  Re¬ 
duces  expensive  man¬ 
hours  spent  on  measuring 
and  installation. 


STAYLITES  provide  year  'round  weather  protection.  Construction  is  rigid, 
strong,  fully  ventilated.  Cannot  rust,  rot  or  warp. 

Color  is  permonent  .  .  .  seoled  in.  No  working  or  moving  parts  to  get  out  of 
order.  No  need  to  raise  or  adjust  as  soft  light  olways  filters  through. 

STAYLITES  OFFER  YOU  DISTINCT  SELLING  ADVANTAGES 

Be  the  first  in  your  area  to  offer  STAYLITE.  Easy  to  assemble,  easy  to  install  by 
dealer  or  customer.  Each  awning  is  a  complete  package.  Beautifully  designed 
with  a  variety  of  color  combinations  .  .  .  and  competitively  priced.  We're  ade¬ 
quately  stocked  and  can  guarantee  two  weeks  delivery.  You’ll  have  no  stock 
to  carry.  Send  coupon  today  for  further  information. 


Some  choice 
distributor 
ond  deoler 
territories 
Qvoihiblei 
Send  coupon 
Todoy. 


Name. 


I  001  Wick  lldg.  •  Younostown  3,  Ohio  •  Phono  40241 

L  _ _ 


impact.  Mail  coupon  today. 

Awning  Division 


STAHL  INDUSTRIES  INC.  AWNING  DIVISION  I 

901  WICK  BLDG.,  YOUNGSTOWN  3,  OHIO  | 

(  )  Please  send  cemplele  dealer  information 

I  I  Please  send  me  a  display  model  at  cost 

(Cost  to  be  $10 — to  be  refunded  upon  return  in  good 
conditioni 


Address. 


City _ Zone _ Stole. 

i  am  interested  in  I  )  Distributorship 
(  I  Dealership 
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Fraliires  lii^teii  Im'Iow  have  an  iiii|M>rtant  Iteariii^ 
on  the  atiia/.in;;  Hiieress  dealers,  eontraetors  and  arehiteets 
are  exjjerieneing  with  H.4STI.\<iS  alumitile,  the  exeiting,  iikmI- 
ern,  new  wall  facing.  You,  t«K>,  can  enjoy  increase*!  profits 
from  handling  and  reconiniending  this  well  known  line. 


Firt'pntof^  ruxtftnMif^  u^ttrrproof. 
KeftiHtant  to  ci»mmon  No 

uiiKightly  mortar  liiiefl  to  collect 
dirt  and  greaae.  Kaftv  to  clean  .  •  . 
sanitary  • . .  beautiful.  Guaranteed 
long  life* 

Adapted  to  both  new  construe* 
tion  and  remotieling  jobs.  Serves 
countless  uses  for  homes,  institii* 
tions,  commercial  buildings.  It  will 
pay  you  to  compare  alumUUe  with 
other  tile  for  flexibility. 


Ahtmitile  is  harmed  u/fer  it  is 
painted — an  iiniisiial  feature. 
Vi  on't  chip,  crack,  peel  or  €*«»r- 
nale.  Knamel  finish  (termanently 
biHuled  to  aircraft  aluminum. 


Over  25  ilifTerent  shapes  and 
sixes  of  tile.  (jHint  tiutn  and  crim* 
pttre  with  the  niimlier  offereil  in 
other  makes.  Inside  anti  outside 
corners,  bases,  ca|»s,  strifies,  tri* 
angles;  matching  switch  plates. 

Fourteen  vital  cedtN’S,  available 
in  tile  of  various  patterns,  for  at* 
tractive  lettering  and  unusual 
(lesigns.  Does  the  tile  you  are 
handling  have  this  "s«df*<le<’orat* 
ing**  feature?  (^an  you  d<»  lettering 
with  it,  as  you  can  with  alumitilv? 


Liftht  in  neignt  .  .  .  120  sq.  ft. 
weigh  only  37  lbs.  Easy  to  handle, 
lower  shipping  costs.  Strength 
without  bulk  .  .  .  re<|uires  hnts 
stfwage  space.  Easy  to  apply  .  .  . 
saves  lalxir  hours. 


it4»rii  wh«i  have  iiae*!  it 
iiid  makeii  a  iirrfert  fart<>ry 
.  .  rule  aa  aiiiall  ae 


A  handy  t«M*l  that  app 
n«il  l»e  vvithfiut.  Trimi 
bevel.  I''«»ur  diea  in  t»ni 


The  St.  J<M«eph  ll«Nipital  i»f  Rancor,  Maine,  write* 
of  HASTINt^S  o/umifi/e,  are  happy  to  annotin«*e 

what  aatinfariitm  and  plea«ant  alnnuiphere  it  brought, 
and  h«»w  daily  maintenance  |»rt>blema  have  l>een  cleared 
right  al«»ng.**  The  .Atlanta  Riltmore  Hotel  aaya,  "After 
ettenaive  and  rigid  teMt*.  we  decided  to  tiiatall  o/umo 
li/e  throughout  the  hotel.** 


METAL  TILE  PRODUCTS,  INC. 

Dsportifisnt  307#  Hottingt,  Michigan 
I  should  ilka  to  know  mors  about  your  products. 

I  am  a  Q  Distributor,  Q  Daolar,  Q  Architoct,  0  Contractor. 


Alf** 

I 
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open 


Distributors,  Dealers,  Salesmen 


Less  than  five  short  years  ago,  Al>co 
pioneered  and  snowballed  an  idea  into  a 
fabulous  new  industry  that  employs  tens 
of  thousands  of  people  from  coast  to  coast. 
In  1950,  Alsco,  world’s  largest  manufac¬ 
turer  of  aluminum  storm  windows  (with 
two  mammoth  plants  in  Ohio)  made  and 
sold  almost  one  and  a  half  million  alum¬ 
inum  storm  windows. 

Today,  the  industry  which  Alsco  pioneered 
and  helped  build,  faces  its  severest  test. 
Aluminum  has  not  only  been  rationed — 
but  its  use  prohibited  for  the  manufacture 
of  storm  windows  as  of  May  .50. 

But  because  we  are  largest — our  sources 
of  supply  are  largest — and  our  allocations 


of  critical  materials  are  largest.  Which 
means  that,  Alsco  can  and  will  continue 
to  protect  its  distributors,  dealers  and 
salesmen  with  more  storm  windows  than 
any  other  manufacturer. 

And,  should  the  aluminum  freeze  continue, 
Alsco  has  the  finances,  the  know-how,  and 
the  creative  genius  to  "roll  with  the  punch” 
and  to  pioneer  with  new  materials,  worthy 
of  the  Alsco  name,  that  will  protect  the 
volume  and  the  income  of  the  entire  Alsco 
family! 

Yes,  there  is  strength  in  size — and  protec¬ 
tion  in  leadership!  In  1951  Alsco  will  con¬ 
tinue  to  set  the  pace  in  the  storm  window 
industry! 
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At  The  NERSICA  Show 
They  Came,  They  Saw, 
They  COMPARED  . . . 


WHICH  IS  THE 
FIHEST,  QUALITY 
COMBIHATIOH 
WIHDOW 


'I  Wouldn't  Port  With  It 
For  10  Times  Its  Cost' 


COMBINATION  TRIPLE-TRACK  WINDOWS 

WITH  ANY  OTHERS! 


If  you  missed  the  recent  NERSICA  Show  in 
New  York  and  the  Arlite  Display  there,  you 
needn't  miss  out  on  Arlite,  too.  Because  the 
Arlite  Exhibit  was  always  so  crowded  with 
visitors  who  accepted  aur  invitation  to 
"Compare  Arlite",  we  wish  to  extend  this 
invitation  to  you,  too.  Simply  write  o  letter 
or  card,  and  ask  for  the  Arlite  Comparison 
Chart.  Then  you  con  compare  Arlite  with 


any  other  combination  windows  you  choose, 
just  as  so  many  at  the  NERSICA  Show  did. 
Decide  for  yourself  which  window  is  best; 
decide  which  offers  you  the  most  when  you 
sell,  which  offers  your  customers  the  most 
when  they  buy. 

For  your  free  copy  of  the  Arlite  Compori- 
son  Chart  and  information  on  open  terri¬ 
tories,  write  Dept.  BS-4. 


Thai  s  What  1  Dealer  Says 
About 

ROOFING,  SIDING  & 
BUILDING  SPECIALTIES 
MANUAL 


Don't  Miss  These  Important 
Articles  in  the  1951  Edition: 

*  A  COMPLETE  SECTION  DISCUSSING  IN  DE¬ 
TAIL  ALL  TYPES  OF  PRIMARY  AND  COM 
BINATION  WINDOWS. 


*  ARTICLES  ON  METAL  AND  PLASTIC  TILE 
GARAGE  DOORS  AND  OPENERS,  AND  DOZENS 
OF  OTHER  PROFITABLE  SPECIALTY  ITEMS. 

*  COMPLETE  SECTIONS  ON  SELLING,  TRAINING 
SALESMEN,  ADVERTISING,  BUILDING  YOUR 
VOLUME,  (tc. 

ISO  poQes  crommed  full  of  voluoble  informotien  on 
EVERY  phose  of  your  business.  Every  dealer  will  wont 
copies  to  help  him  moke  more  money. 


1951  Edition  $3.00 

GET  YOUR  COPY 
TODAY 

ROOFING,  SIDING  &  BUILDING 
SPECIALTIES  MANUAL 

425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 


I  ITTLEt, 

IIUMINUM  tHUmO 


USHT'UVEt 
DOOl  CENOPr 


Go^ftfUeie  Jline-'i  ^Ue.  Jlitte.  .  .  .  *7<4«  fA\^SCOjline» 

The  more  ammunition  in  your  gun,  the  better  your  chance  of  bagging  the  game.  Right.’ 
Sure  .  .  .  and  that’s  why  your  sales  are  sure  to  soar  with  the  Fawsco  line.  It’s  the  complete 
line  of  products  for  dressing  up  the  home  that  nine  out  of  ten  homeowners  need  and  want. 
Because  FAWSCO  furnishes  the  complete  line,  your  chances  are  that  much  better  for  doing 
more  business  and  in  a  bigger  way! 


Soled.?  /Ill  tfou  *teed  id  tltid Soled- MahedJ , 

Here's  a  smarc,  compact  unit  that  shows  ..  r-  | 

your  customers  the  fast-selling  FAWSCO 
products  "in  action”!  Shows  customers 
how  beautiful  FAWSCO  canopies,  awn¬ 
ings  and  other  products  will  look  in-  , 
stalled  on  their  homes.  Takes  only 
4  x5’  floor  space!  You  need  carry  no 
inventory  and  what  you  pay  for  this 
clever  display  unit  comes  back  to  you 
many  times,  and  in  a  hurry!  It’s  your 
surest,  quickest  way  to  cash  in  on  the 
big  FAWSCO  market.  Send  the  coupon  SPME.tainNB 

today!  nool  MSPUT 


FAWSCO  DIVISION 


FAWSCO 


FAWSCO  DEPT  B  3 

1701  FRONT  STREET 

Cuyahoga  Falls.  Ohio 

Voii  hrt  I  iitiFil  man*  information!  Htt.th  big^  */• 
hifitratoii  h'.iWSCX)  catalog  to  me,  plus  details, 
including  price,  alntut  f  A  display  unit! 


FAILS  STAMPING  &  WELDING  CO. 

1701  FRONT  ST.  CUYAHOG-'-  OHIO 
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OeAt«S  ;0  bah 

products  DW  casements  has 

(  «  wood  screens  fm  f  Chicago. 

o'  ■ « “"  1  «■“  "*“■ 

announced  bV  aluminum  set 


liertS  your 
dhsuier  to 
material 
shortages! 


For  the  first  '•'^'  .^etcen 


both  St‘: 

m«*  ^ 


NEW  WILSON  WOOD  SCREENS 

for  metal  casements 


Durable— Wilson  Wood  Screens  are  made  exclusively  of  top  grade  materials. 

Precision  cut  frames  of  selected,  thoroughly  seasoned  wood  last  a  lifetime. 
Standard  furniture  maker’s  joints  throughout — corners  mitered,  joined  and 
glued  for  strength  and  extra  rigidity. 

Aluminum  colored,  specially  treated  plastic  cloth.  W’on't  shrink,  stretch, 
rust  or  discolor.  Plastic  spline. 


Attractive  —Slender,  graceful  frames  blend  perfectly  with  casements.  Pleasing 
moulded  design  with  rounded  edges.  Factory  applied  aluminum  paint  har¬ 
monizes  with  all  interiors — gives  the  appearance  of  aluminum  screens. 

Convenient— No  installation  problems.  Snap  on  in  a  jifiTy. 
Interchangeable  with  storm  sash.  Lightweight,  easy  to  handle. 


Low  Cost— New  low  prices  boost  your  sales,  increase  profits. 
Write  for  prices  now.  Liberal  discounts. 


Availablo  In  Sixut  For  All  Standard  Motal  Catomonts.  Hardwaro  Ineludod. 


It  will  pay  you  to  assure  your  supply  of 
the  new  Wilson  Wood  Screens  and  other 
Wilson  products  for  metal  casements. 
Write  today  and  be  ready  for  the  months 
ahead. 


L.S.  WILSON  MANUFACTURINO  CO. 
2300  S.  WatWn  Av«.,  Chicago  •,  lllineit 
(Formariy  Matol  Window  Sarvk*  Co.) 


Please  send  complete  details  on  your  new  products  for  metal 
casements.  I  am  interested  in 


tZl  Screens  □  Storm  Windows 


r 

I 
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/ 


WEATHER-WISE  WINDOWS 


WOODSMAN 

COMBINATION  WINDOW 


advertising  and  sales  aids  to  make  John  Q.  Public 


Weather-Wise  conscious.  The  Woods 


man  just  can’t  miss  making 


handsome  profits  for  you. 


ABSOLUTELY! 


Our  stepped-up  production 


of  the  Woodsman  will  give 


you  immediate  delivery  of 


custom  made  and  ail  stock 


EXCLUSIVE  DISTRIBUTORSHIPS 


AVAILABLE  In  Some  Territories 


WEATHER-WISE  WINDOWS,  Inc. 

237  EAST  PROSPECT  STREET  •  •  ALLIANCE,  OHIO 


BUILDING  SPECIALTIES 


you  CAN  TURN  A  SHORTAGE 
INTO  AN  OPPORTUNITY! 

STAY  IN  THE  WINDOW  BUSINESS... THE  SELLING’S  FINE! 


These  days,  it  takes  a  super-charged  student  of  the  crystal  ball  even  to  guess  what’s  going 
to  happen  next  week  or  next  month.  But  there’s  a  sure-fire  way  to  make  sure  that  orders 
restricting  the  use  of  aluminum  won’t  cut  into  your  storm  window  business. 

SWITCH  TO  WOOD!  SWITCH  TO  STORM  MASTER! 

Wood  is  plentiful.  Wood,  despite  its  many  uses,  will  remain  in  good  supply.  That 
means  you  can  do  a  successful,  profitable  job  of  selhng  redwood  storm  windows  without 
fear  that  short  supply  is  going  to  catch  you  with  your  plans  down. 

We’ve  been  successfully  making  and  marketing  wood  storm  windows  since  1941.  Our 
facilities  are  capable  of  an  even  greater  manufacturing  volume  .  .  .  enough  for  a  number 
of  fast-moving  distributors  who  want  to  protect  the  businesses  they’ve  built. 

In  addition,  we  have  developed  and  designed  the  finest  redwood  self-storing  storm  window 
on  the  market.  We  know  it  can  do  a  profitable  job  for  you. 

You  can  turn  the  aluminum  shortage  into  immediate  opportunity  by  gearing  your  business 
to  the  big.  ready  market  for  redwood  storm  windows.  You  can  do  it  quickly,  successfully 
by  doing  business  with  us.  'There  are  territories  still  open  to  qualified  distributors,  so 
play  it  smart.  Call,  wire,  write  or  better  yet,  make  a  trip  to  our  offices.  It’ll  be  well  worth 
your  while! 


STORM  MASTER  CORPORATION 


1817  E.  HIGH  AVENUE 


YOUNGSTOWN,  OHIO 


March,  1951 
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On  tke  House . .  . 


ONK  of  the  problems  that  had 
been  anticipated  during  the  de¬ 
fense  mobilization  effort  was  a  ser¬ 
ious  lack  of  salesmen.  Strangely 
enough  this  has  not  developed  and 
very  few  dealers  report  losing  any 
salesmen  to  the  defen.se  effort.  Ac¬ 
cording  to  a  poll  of  the  Sales  K.xec- 
utives  Club  of  New  York,  95^  of 
e.xecutives  queried  .said  that  they 
had  not  reduced  their  .sales  .staffs. 
Asked  if  they  e.xpected  to  reduce 
their  staffs  in  the  future,  96*^ 
an.swered  no.  The  significance  of 
the.se  answers  is  that  a  consider¬ 
able  majority  of  a  repre.sentative 
group  of  busine.ssmen  think  that 
busine.ss  will  continue  to  be  good. 
*  *  * 

Despite  rising  prices  and  the 
spending  »pree  which  is  causing  a 
decline  in  savings,  more  Americans 
have  jobs  and  money  than  at  any 
time  in  our  history.  Employment 
is  at  an  all-time  peak.  According  to 
the  Bureau  of  Labor  Statistics  the 
total  employment  is  over  61,000,- 
000 — a  staggeringly  high  figure. 

*  *  * 

High  levels  of  employment  mean 
that  homes  will  continue  to  be 
bought  as  they  have  in  the  pa.st  and 
the  more  private  homes  the  more 
cu.stomers  for  the  building  spe¬ 
cialty  indu.stry.  That  Americans 
have  gone  in  for  homes  of  their 
own  in  a  big  way  can  be  seen 
from  figures  recently  released  by 
the  Housing  and  Home  Finance 
Agency.  According  to  this  agency 
more  homes  w-ere  owned  by  their 
occupants  in  1950  than  ever  before 
in  our  history.  Thus  there  are  19.5 
million  home  owners  as  against 
17.1  million  renter.s.  In  the  past  10 
years  there  has  been  a  71%  in- 
crea.se  in  the  number  of  owner  occu¬ 
pied  homes  while  renter-occupied 
units  increased  by  only  5%.  Today 
53%  of  homes  are  owned  by  their 
occupants  and  for  the  first  time  in 
our  history  the  number  of  home 
owners  exceeds  the  number  of 
renters. 
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^RRHER 

f  UlEather-mastEr 

Combinations  and  Doors 


ORIGINATORS  OF  PUSH  BUTTON 


DOUBLE  HUNG  UNITS 
CASEMENT  UNITS 
DOORS 


in  so"’* 


7  YOU  BET! 


Warner  Weather-Master  Combinations  outshine,  outvalue,  outsell  the 
entire  field.  They're  priced  right,  have  a  good  profit  margin  and 
Warner's  advertising  has  made  the  public  Warner-conscious.  This  com¬ 
bination  of  sales  producing  features  can  only  mean  handsome  profits 
for  the  Warner  dealer. 


Z€l€U€Uf?  AND  HOW! 


Warner  Weather-Master  Combinations  and  Doors  are  master-crafted 
from  the  finest  quality  extruded  aluminum  .  .  .  grade  63S-T5,  especially 
treated  for  extra  hardness.  Warner  Units  are  spot  welded  too,  and 
contain  many  other  exclusive  features  including  the  RED  PUSH  BUTTON 
for  ventilation  control  (an  original  Warner  creation).  Warner  units  are 
quality  units  at  a  popular  price.  Doors  are  made  with  non-sagging, 
unbreakable  gussets. 

CERTAINLYI 

Warner  offers  complete  ond  friendly  cooperation  with  its  dealers;  Radio, 
Newspaper  and  Magazine  advertising  to  help  secure  leads;  dramatic 
promotional  and  demonstrational  material  to  add  that  extra  punch  in 
making  sales;  field  service  and  cooperation  all  along  the  line. _ 


WARNER  WEATHER-AAASTER 
ALUMINUM  COMBINATIONS  AND  DOORS 
ARE  MANUFACTURED  BY 

WARNER  MFG.  CORP., 
JERSEY  CITY,  N.  J. 


lu  n  R  n  E  R 

tVJ 

lUeather- master 


I  lie  VT  ill  IICI  f\* 


immediate  delivery  and  maximum  profits. 


March,  1951 
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Marcli  1951 


Ninth  NERSICA  Convention 
A  Great  Success 

Registered  attendance  and  number  of  exhibitors  greoter 
than  ever  before  —  Opening  meeting  addressed  by  Sen. 
John  Sporkmon  and  Price  Administrator  DiSoUe 


The  convention  of  the  North¬ 
eastern  Roofing,  Siding  and  In¬ 
sulating  Contractors  Assn,  opened 
on  March  5th  with  one  of  the  heavi- 
e.st  registrations  on  record.  Despite 
the  uncertainties  cau.sed  by  the 
NPA’s  aluminum  restrictions  a 
goodly  number  of  building  special¬ 
ty  manufacturers  exhibited  their 
products.  Three  manufacturers 
took  booths  and  merely  put  up 
signs  protesting  the  arbitrary  ac¬ 
tion  of  the  NPA  in  depriving  them 
of  sufficient  aluminum  to  continue 
their  business. 

At  the  luncheon  on  the  first  day 
the  assembled  guests  heard  speech¬ 
es  by  Senator  John  Sparkman, 
chairman  of  the  Senate  Select  Com¬ 
mittee  on  Small  Busines.s,  Price 
Administrator  Michael  DiSalle, 
President  Somerset,  Managing  Di¬ 
rector  C.  N.  Nichols  and  others. 

Senator  Sparkman  delivered  the 
keynote  address.  The  Senator 
pointed  out  that  most  dealers  and 
contractors  employed  no  more  than 


10  to  15  employees  and  that  they 
thus  really  repre.sented  small  busi¬ 
ness  although,  he  added,  the  word 
“tiny”  was  more  applicable  than 
“small.”  The  problem  for  small 
business  today,  he  said  was  sheer 
survival.  Sparkman  .said  that  he 
was  ab.solutely  opposed  to  the  idea 
that  the  defen.se  mobilization  pro¬ 
gram  neces.sarily  meant  the  inev- 


NPA  Order  Permits 
Aluminum  Side  Guides 
The  words  “sash  slides”  at  the 
bottom  of  the  NPA  M-7  aluminum 
order  (List  A)  have  been  inter¬ 
preted  by  some  manufacturers  as 
meaning  that  aluminum  frames  for 
inserts  in  combination  windows  is 
permitted.  In  a  letter  to  this  pub¬ 
lication,  Eric  Hammerstrom,  of  the 
Building  Materials  Div.  of  NPA, 
informs  us  that  this  is  NOT  cor¬ 
rect.  From  other  sources  it  has 
been  learned  that  these  words 
mean  that  side  guides  including  a 
weatherstrip  may  be  used  for  com¬ 
bination  windows. 


itable  death  of  thou.sands  of  small 
enterpri.ses  in  the  metal-working 
field.  After  condemning  the  unfair 
treatment  of  .small  bu.sines.s  by  the 
NPA,  he  di.scu.ssed  a  bill  which 
would  set  up  a  government  organi¬ 
zation  similar  to  the  Smaller  War 
Plants  Corporation  of  World  War 
II  which  devoted  itself  entirely  to 
the  interests  of  Small  Business. 

“Briefly  the  bill  provides  for  the 
establishment  of  an  agency,  gov¬ 
erned  by  a  board  of  five  directors, 
which  would  have  the  authority  to 
make  loans  to  small  companies  to 
enable  them  to  finance  plant  con¬ 
struction  or  expansion  for  defense 
or  essential  civilian  production. 

“Incidentally,  may  I  say  at  this 
point  that  the  Smaller  War  Plants 
Corporation  Plants’  lending  policy 
concentrated  on  the  distinctly  small 
firm.  Nearly  half  of  the  6,000  loans 
made  were  to  companies  with  fewer 
than  25  employees  and  more  than 
four-fifths  to  firms  with  fewer 
(Contimied  on  Page  26) 
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What  You  Ought  To  Know 
About  WOOD  Windows 


Here  are  some  helpful  facts  which  you  can 
use  as  a  guide  in  choosing  wood  combinations 


WOOD  combination  windows  are 
attracting  considerable  inter¬ 
est  from  dealers  this  year.  Faced 
with  the  possibility  of  not  being 
able  to  get  all  the  aluminum  win¬ 
dows  that  they  might  want,  .some 
dealers  are  thinking  of  adding  a 
line  of  wood  windows  to  keep  up 
their  sales  volume.  Many  have 
never  handled  any  wooden  combin¬ 
ations  and  for  those  who  are  un¬ 
familiar  with  them,  here  are  a  few 
points  to  keep  in  mind  when  con¬ 
sidering  the  various  products  now 
on  the  market. 

While  wood  combinations  are 
generally  less  expensive  than  those 
made  of  metal,  the  price  varies 
with  the  kind  of  wood  used  and  the 
quality  of  the  workman.ship.  There 
are  some  high  quality  wood  win¬ 
dows  that  equal  aluminum  windows 
in  price.  The  better  quality  win¬ 
dows  are  made  of  California  Red¬ 
wood,  Western  or  Ponderosa  Pine 


A  wood  combination  window  of  the  one- 
over-one  type  with  slots  for  ventilation. 


which  have  certain  natural  weather 
resistant  qualities.  Cheaper  combi¬ 
nations  are  usually  made  of  rela¬ 
tively  inexpensive  lumber  such  as 
yellow  pine,  etc. 

Whatever  the  wood,  it  should  be 
properly  .seasoned  or  kiln  dried.  It 
is  also  very  important  that  the 
wood  be  treated  with  a  toxic  solu¬ 
tion  or  fluid  which  acts  as  a  fungi¬ 
cide,  inhibits  rot,  di.scourages  ter¬ 
mites  and  is  sometimes  water  re¬ 
pellent.  Some  manufacturers  give 
their  windows  a  coat  of  prime  paint 
others  treat  them  with  a  toxic  so¬ 
lution  which  .stains  them  at  the 
.same  time  and  protects  the  wood 
from  moisture.  In  any  case  the  pro¬ 
tective  coating  should  be  such  as  to 
facilitate  painting  if  the  cu.stomer 
.so  desires. 

Simple  Design 

When  it  comes  to  design  wood 
combinations  are  very  .simple,  hav¬ 
ing  a  basic  frame  rabbeted  on  the 
inside  to  accommodate  the  usual 
two  inserts.  At  present,  most  wood 
combinations  on  the  market  are 
single  track  types  with  the  inserts 
arranged  in  one-over-one  style. 
However,  some  manufacturers  now 
have  sliding  .sash  in  their  windows. 

If  the  in.serts  have  w’ood  frames 
the  dealer  should  look  carefully 
to  see  that  they  are  stepped  or 
notched  at  the  point  where  they 
meet.  The  two  in.serts  .should  fit 
tightly  at  this  point  to  prevent  any 
drafts  or  moisture  from  penetrat¬ 
ing.  The  glass  in  the  inserts  of  the 
better  made  windows  is  generally 
held  in  place  with  a  small  molding 
plus  glazing  compound  in  some 


Wood  combination  with  two  sliding 
sash  made  of  western  ponderosa  pine. 

cases.  Whatever  method  is  u.sed,  it 
should  be  easy  to  quickly  replace 
the  gla.s.s  and  .seal  it  into  place. 

Like  metal  windows,  wood  com¬ 
binations  have  two  types  of  outer 
frame.s — overlapping  and  the  kind 
that  sets  right  into  the  prime  win¬ 
dow.  There  is  no  point  di.scussing 
the  relative  advantages  of  the  two 
types  since  this  .seems  to  be  a  mat¬ 
ter  of  individual  preference.  What 
is  really  important  in  the  outer 
frame  is  that  it  have  good  tight 
corner  joints. 

The  joint  should  be  mechanically 
strong  but  it  should  also  be  glued 
with  a  strong  waterproof  adhesive. 

To  keep  dust,  dirt,  and  moisture 
out  of  the  joints  many  manufac¬ 
turers  .slot  and  tenon,  shiplap  or 
mitre  the  corners  and  should  rein¬ 
force  them  with  glue,  .screws,  or 
metal  pins.  Most  “custom  made” 
(Continued  on  Page  32) 


Phot  OK  courtesy  Be!  sou 


Brick  building  (leff)  resurfaced  by  low  pressure  method.  Right:  House  on  left  has  been  refinished,  with  sprayed  plastic. 


Co. 


There’s  Profit  For  You  In  LOW 
Pressure  Sprayed  Resurfacing 

Tough,  plastic  coating  applied  by  unique  method 
opens  new,  low  cost  residing  field  to  dealers  j 


By  TVER  J.  ERIKSON,  Pres. 

The  Belson  Co.,  Inc. 
Worcester,  Mass. 

The  paint  bru.sh  is  de.stined  to 
become  as  old-fashioned  as  the 
j?as  light,  the  ice  box,  and  the  old- 
fashioned  .storm  window.  Today, 
one  of  the  fir.st  major  advance¬ 
ments  in  resurfacing  is  here.  De¬ 
veloped  after  years  of  re.search, 
low  pressure  sprayed  resurfacing 
is  now  available  to  the  consumer 
through  well  qualified  .sale.s-minded 
concerns.  This  new  process  makes 
u.se  of  special  pla.stic  formulas  ap¬ 


plied  with  patented  low  pressure 
equipment. 

The  materials  used  are  specially 
formulated  phenolic  resin  pla.stic 
coatings  containing  aggregates  of 
various  kinds.  The.se  coatings  are 
available  in  various  color.s,  and 
various  textures  depending  upon 
the  coarseness  required.  In  addi¬ 
tion,  there  are  texture  asphalt  coat- 
ing.s,  2-ply  coatings  of  various  col¬ 
ored  slates,  a  colorless  water- 
proofer  and  a  non-slip  floor  coat¬ 
ing. 

The  plastic  is  resi.stant  to  heat 
and  water  and  is  long  la.sting.  The 
.sterling  test  of  its  durability  is  to 
take  a  piece  of  paper  sprayed  with 


ii  and  burn  the  .sample.  Only  the 
paper  burns;  the  coating  it.self 
stays  intact  and  comes  back  to  its 
original  color  and  .state. 

The  low  pre.ssure  equipment  is 
covered  by  over  12  patents.  It  is 
highly  portable  and  very  efficient 
in  applying  the  various  coatings 
mentioned  above.  It  requires  no 
bulky  compres.sors  since  the  mate¬ 
rial  is  flowed  rather  than  splashed 
on,  as  in  many  other  methods.  Fur¬ 
thermore,  this  equipment  can  ac¬ 
tually  spray  material  of  water  con- 
si.stency  to  actual  slate  granules. 
Mr.  Edward  Vose,  who  developed 
this  equipment,  did  so  only  after 
(Continuf'd  on  Page  .32) 


Left:  Equipment  used  in  low  pressure  method.  Note  tank  strapped  to  mechanic  and  spray  gun.  Right:  Panel  at  right  was 
sprayed  with  fire  resistant  plastic  while  ordinary  painted  siding  at  left  is  being  consumed  by  fire. 
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Mineial  Wool  Insulation  Is  A  War-Proof 

A  soles  monoger  with  years  of  experience  tells  why  yon  con  bnild  o  profitable 
insnlotion  bnsiness  in  this  tronbled  period  of  indnstriol  mobilizotion 


By 

C.  HAROLD  GURLEY. 
Sales  Manager. 

Home  Insulation 
Department 

Eagle  Picher  Co. 


IT  is  our  belief  that  the  mineral 
wool  business  is  about  to  enter  a 
boom  of  such  magnitude  as  to  sur¬ 
prise  even  those  people  closely  as¬ 
sociated  with  the  business.  We  sin¬ 
cerely  hope  that  our  country  avoids 
another  war ;  however,  all  evidence 
indicates  that  we  will  be  virtually 
on  a  war  footing  even  if  we  avoid 
war.  Insulation  contractors  have  a 
unique  opportunity  in  that  they  can 
build  a  profitable  business  and  at 
the  same  time  make  a  substantial 
contribution  to  the  war  effort. 


Warproof  Business 

They  are  fortunate  in  having  a 
business  that  is  “warproof.” 

What  makes  a  business  war- 
proof?  To  be  warproof,  a  business 
must  meet  the  following  require¬ 
ments  : 

1.  It  must  contribute  something 
to  the  w'ar  effort. 

2.  An  adequate  supply  of  ma¬ 
terial  must  be  available. 

3.  A  good  market  must  be  as¬ 
sured. 

4.  Service  should  not  be  a  major 
problem. 


5.  It  should  offer  a  rea.sonable 
profit  on  an  average  volume. 

6.  Adequate  financing  should  be 
available  if  the  product  is  sold 
to  home  owners. 

7.  Sales  manpower  should  be 
available. 

A  franchise  with  a  responsible 
manufacturer  of  mineral  wool  as¬ 
sures  the  franchise  holder  that  he 
will  be  in  a  good  position  in  relation 
to  the  above  seven  (7)  points.  If 
this  manufacturer  has  conducted 
an  aggressive  national  advertising 
campaign  for  .several  years  and  if 
his  product  is  recognized  as  a  quali¬ 
ty  product  rather  than  a  low'  priced 
one,  the  franchise  holder  will  find 
himself  in  a  very  strong  position. 

World  War  II  Experience 

Let  us  look  at  each  of  these  points 
and  .see  why  we  .say  the  insulation 
business  can  be  a  warproof  busi¬ 
ness.  We,  of  course,  have  as  strong 
evidence  the  story  of  the  mineral 
wool  business  during  World  War 
II.  Most  of  us  remember  that  the 
insulation  business  was  good  dur¬ 
ing  and  after  World  War  II. 

1.  It  must  contribute  something 
to  the  war  effort.  If  war  comes, 
there  will  no  doubt  be  a  shortage  of 
gas,  fuel  oil  and  coal.  Insulation  is 
in  a  position  to  make  a  very  real 
contribution  to  the  war  effort  in 
that  it  will  save  scarce  fuel.  It 
makes  an  indirect  contribution  in 
that  less  fuel  used  means  fewer 
railroad  cars  used,  fewer  trucks 
and  less  manpower  u.sed  to  produce 
and  handle  fuel. 

2.  An  adequate  supply  of  ma¬ 


terial  inu.'it  he  aruilable.  Fortunate¬ 
ly,  the  manufacture  of  mineral 
wool  calls  for  the  use  of  few  ma¬ 
terials  that  are  likely  to  be  in  short 
supply.  The  chief  raw  materials 
are  plentiful  and  are  not  u.sed  by 
war  indu.stry.  The  machinery  and 
equipment  used  may  be  unobtain¬ 
able  in  the  next  few  years;  how¬ 
ever,  a  number  of  manufacturers 
who  greatly  expanded  production 
in  recent  years  find  themselves 
with  con.siderably  unused  manufac¬ 
turing  capacity.  Our  own  company 
has  roughly  3Vi>  times  as  much  ca¬ 
pacity  for  the  manufacture  of  min¬ 
eral  wool  as  we  had  at  the  .start  of 
World  War  II. 

Coke  which  is  used  in  consider¬ 
able  quantity  was  short  during  the 
last  w'ar;  but  since  the  manufac¬ 
ture  of  mineral  wool  was  consid¬ 
ered  helpful  to  the  war  effort,  man¬ 
ufacturers  were  able  to  get  an  ade¬ 
quate  supply.  Paper  for  bags  and 
cartons  is  becoming  hard  to  get; 
however,  the  manufacturers  can 
go  back  to  the  war  time  practice  of 
re-u.sing  bags  and  cartons. 

Good  Market 

3.  A  good  market  must  he  an- 
sured.  The  market  for  mineral  wool 
insulation  today  is  tremendous. 
Preliminary  results  of  a  national 
survey  now'  being  conducted  by  a 
w'idely  known  nationally  recognized 
independent  research  organization 
indicate  that  mineral  wool  has  an 
acceptance  enjoyed  by  few  products 
offered  to  the  home  owner.  Every¬ 
one  recognizes  mineral  wool  insu¬ 
lation  as  something  they  should 


Business 


have.  Ask  anyone  you  know  what 
mineral  wool  will  do  for  a  home 
owner  and  they  will  probably  tell 
you  that  it  will  make  the  house 
warmer  in  winter  and  cooler  in 
summer  and  will  save  fuel.  We  are 
a  long,  long  way  from  the  satura¬ 
tion  point.  In  fact,  the  large  num¬ 
ber  of  partially  insulated  houses 
built  since  World  War  II  have 
greatly  broadened  the  market. 
Many  aggressive  contractors  have 
found  the  owners  of  the.se  hou-ses 
have  only  minimum  insulation.  If 
war  comes,  it  will  be  necessary  that 
they  have  complete  insulation  if 
they  are  to  enjoy  real  comfort  and 
to  save  fuel. 

Kea.sonable  Prices 

Another  factor  which  makes  the 
market  attractive  is  the  price  at 
which  insulation  can  be  .sold  today. 
While  refrigerators,  stoves,  deep 
freezes,  radios,  television  sets, 
plumbing  fixtures  and  almost  ever¬ 
ything  the  home  owner  buys  have 
at  least  doubled  in  price  in  recent 
years,  the  cost  of  an  insulation  job 
has  gone  up  very  little.  Today  insu¬ 
lation  is  priced  to  the  home  owner 
approximately  15  to  20  per  cent 
higher  than  pre-war.  Since  one  of 
the  major  reasons  for  purchasing 
insulation  is  fuel  saving  and  .since 
the  co.st  of  practically  all  fuels 
has  doubled,  the  home  owner  today 
receives  a  greater  return  than  ever 
on  his  investment  in  insulation. 

4.  Service  should  uot  he  a  major 
problem.  In  the  next  few  years,  the 
(Continued  on  Page  33) 


Single  clapboard  removed  to 
permit  hole  to  be  drilled 
through  sheathing.  Pipe  is 
inserted  and  mineral  wool  is 
forced  through  the  pipe  by 
pressure  from  a  compressor. 


Photo  at  right  shows  applica¬ 
tion  of  insulating  mineral 
wool  to  attic  floor.  The  blow¬ 
ing  method  is  not  only  rapid 
but  saves  much  tedious  labor. 


Any  section  of  a  wail  can  be 
reached  for  application  of 
mineral  wool.  Clapboard  is 
restored  to  place  carefully  so 
that  practically  no  trace  of 
the  process  of  installation  is 
visible  when  the  work  has 
been  completed. 


Photos  courtesy 
Eagle  Picker  Co. 
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Specialty  Mfrs.  Continue 
Struggle  lor  Aluminum 

Nersica,  Metal  Awning  and  Storm  Sash  Associations 
unite  for  new  effort  built  around  Senate  report 


TF  YOU  can’t  make  head  or  tail 
^  of  the  aluminum  situation  you 
can  be  sure  that  you  are  not  alone 
— most  businessmen  dealing  in 
products  made  of  this  metal  are 
just  as  baffled.  However,  this 
doesn’t  mean  that  nothing  is  being 
done.  Much  effort  is  being  expend¬ 
ed  by  manufacturers  in  various 
ways  to  escape  the  aluminum 
squeeze  in  one  way  or  another. 

Practically  all  companies  are  ap¬ 
pealing  to  the  NPA  on  the  basis 
of  individual  hardship  but  only  a 
few  expect  any  relief  from  that 
.source.  Other  efforts  are  being 
made  through  associations.  To 
combat  the  hardship  resulting  from 
the  NPA’s  regulations,  the  Metal 
Storm  Sash  Institute,  the  National 
Metal  Awning  Association  and 
Nersica  have  joined  forces  and 
hired  the  public  relations  firm  of 
S.  C.  Swanson,  Inc. 

At  present  the  program  to  alle¬ 
viate  the  hardship  suffered  by  the 
building  specialty  industry  as  a 
result  of  the  aluminum  shortage  is 
built  around  a  recent  report  of  the 
Senate  Small  Business  Committee. 
It  is  argued  that  a  neutral  commit¬ 
tee  such  as  the  Senate  group  would 
not  have  blasted  the  NPA  if  the 
latter’s  decision  to  eliminate  so 
many  building  .specialty  products 
had  been  properly  considered. 

On  February  8th  the  NPA  as¬ 
sured  the  metal  awning  and  the 
combination  window  associations 
that  it  was  wilL.ig  to  sit  down  and 
discuss  the  aluminum  situation 
again.  While  too  much  cannot  be 
made  from  this,  both  groups  are 
determined  to  make  any  such  re¬ 
discussion  as  effective  as  possible 


which  is  the  reason  why  the  Swan¬ 
son  firm  was  hired. 

Of  one  thing  there  can  be  no 
doubt,  the  activities  of  both  asso¬ 
ciations  have  .secured  the  whole¬ 
hearted  support  of  the  Small  Busi¬ 
ness  Committee  as  far  as  the  small 
aluminum  fabricator  is  concerned. 
Here  are  .some  quotes  from  the  Sen¬ 
ate  Small  Business  Committee 
which  will  give  the  reader  an  idea 
as  to  its  content: 

“Thousands  of  small  manufac¬ 
turing  establishments  are  today 
facing  extinction.  The  reason  is 
clear.  Materials  are  the  oxygen  of 
production.  But  the  flow  of  many 
e.ssential  materials  to  small  plants 
has  been  all  but  choked  off. 


Modifications  in  the  Controlled 
Materials  Plan,  which  the  National 
Production  Authority  expects  to 
put  into  effect  on  July  1  to  control 
distribution  of  steel,  copper  and 
aluminum,  were  foreca.st  in  Wash¬ 
ington  by  officials. 

According  to  reports,  the  plan 
has  been  changed  from  a  program 
regulating  all  supplies  of  the 
metals  involved  to  one  under  w’hich 
40  to  50  per  cent  of  the  three 
metals  will  be  under  strict  Govern¬ 
mental  allocation. 

Executives  at  the  defense  agency 
.said  that,  at  the  pre.sent  rate  of 
defense  mobilization,  it  is  unneces- 
.sary  to  invoke  the  strict  Govern¬ 
mental  controls  which  marked  the 
handling  of  steel,  copper  and  alumi¬ 
num  during  World  War  II. 


“On  the  production  front,  small- 
and  medium-sized  concerns  were 
being  rocked  by  a  series  of  National 
Production  Authority  M-orders, 
and  the  relatively  few  who  were 
fortunate  enough  to  get  a  Govern¬ 
ment  contract  found  that,  often  as 
not,  their  DO  priority  rating  for 
materials  amounted  to  little  more 
than  a  hunting  license.  At  the  .same 
time,  more  than  a  few  large  sup¬ 
pliers  of  basic  materials  were  find¬ 
ing  in  the  defense-priority  mecha¬ 
nism  a  blanket  alibi  to  shuffle  the 
orders  of  their  smaller  accounts  to 
the  bottom  of  the  pile. 

“Both  in  general  fields  and  in 
specific  commodities,  your  commit- 
(Coutiuued  on  Page  27) 


The  program  would  be  put  into 
force  on  July  1  to  control  .steel, 
copper  and  aluminum  uses  during 
the  third  quarter  of  this  year, 
when  defense  demands  were  ex¬ 
pected  to  reach  high  levels. 

The  restrictions  required  by  a 
controlled  materials  plan,  it  was 
added,  will  be  used  to  assure  ade¬ 
quate  supplies  for  direct  defense 
production  needs,  defen.se  support¬ 
ing  programs,  such  as  freight  car 
construction,  sea-going  tankers  and 
power  expansion  programs,  and  for 
the  benefit  of  small  busine.s.ses 
which  might  be  unable  to  get  raw 
materials  supplies  without  help. 
The  balance  of  supplies  would  be 
available  for  consumer  goods  pro¬ 
duction  without  restriction. 


New  CMP  Plan  To  Regulate  Use 
Of  Aluminum  In  Third  Quarter 
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Honda  Dealers  Increase 
Monthly  Volume  Five  Fold 
In  Only  Two  Years 

Specialization  in  windows,  well  trained  salesmen, 
call  backs  on  completed  installoiions,  and 
heavy  advertising  help  boom  their  business 


This  home  was  equipped  with 
a  complete  set  of  wood  awn¬ 
ing  windows  sold  by  Walker 
&  Hallowell,  Florida  dealers. 

I'll. .t,,  iVi, tiny  l  .V  7/ 


own  in.stallation  crew  very  .soon.  By 
iloiii}?  this  they  hope  to  retain  a;  d 
build  the  confidence  and  trust  con¬ 
tractors  and  owners  now  have  in 
the  company. 

Here  are  some  of  the  .specialties 
they  sell;  wood  and  aluminum  awn¬ 
ing  windows,  aluminum  combina¬ 
tion  windows,  aluminum  casement 
windows,  outdoor  glass  Venetian 


OUR  firm  specializes  in  win¬ 
dows,”  says  J.  J.  Walker, 
President  of  Walker  and  Hallowell, 
Inc.,  Sarasota,  h’la.  “They  are  the 
backbone  of  our  business  and  we 
emphasize  them  in  all  our  .selling 
efforts  and  in  every  bit  of  adverti.s- 
ing  that  we  do.  Our  outside  .sale.s- 
men  always  talk  about  our  com- 
I)lete  window  .service,  the  full  line 
we  can  supply,  and  the  fact  that 
we  have  never  been  asked  for  any 
kind  of  window  that  we  haven’t 
been  able  to  furnish  quickly, 

“Actually  we  .sell  a  full  line  of 
building  .specialties  but  the  many 
types  of  windows  that  we  carry 
and  the  immediate  delivery  angle 
are  the  factors  that  have  been  im¬ 
portant  in  building  our  business. 
“That  it  has  been  successful  is 


this  we  carry  a  window  inventory 
of  $40,000.00.  We  sell  $10,000.00 
per  month  of  the  wood  awning  type 
alone.” 

The  outside  .sales  staff  .sell  and 
.service  builders  and  the  owners  of 
the  hom.es  they  build.  Every  .sales¬ 
man  is  a  window'  speciali.st  and 
gives  as  much  of  his  per.sonal  ad¬ 
vice  and  time  as  is  required  to  .sat- 
i.sfy  the  customer.  Mr.  Walker  con¬ 
siders  it  highly  important  for  the 
salesman  to  visit  the  building  to 
see  if  the  installation  has  been 
properly  made  shortly  after  the  de¬ 
livery  of  the  .set  of  windows.  Full 
satisfaction  is  guaranteed  or 
money  is  refunded,  .so  it  is  obvious 
that  the  company  must  make  sure 
that  the  .specialties  they  .sell  are 
installed  correctly. 


blinds  or  jalousies,  double-hung 
window.s,  and  a  complete  line  of 
parts  for  the.se  window.s.  They  ssll 
a  full  line  of  a.sbestos  roof  and  sid¬ 
ing  shingles,  asphalt  shingles,  a 
complete  line  of  doors  that  inven¬ 
tories  at  $20,000.00.  lath  and  panel¬ 
ing,  and  cedar  chest  lining.  They 
carry  i)atented  medicine  cabinets, 
which  incidentally  .sell  very  well, 
and  many  other  item.s  besides  the 
usual  standard  builders’  supplies. 

Naturally,  Walker  believes  in  ad¬ 
vertising.  Newspaper  space  is  used 
to  .some  e.xtent  but  the  company 
really  splurges  on  radio.  Raymond 
Swing’s  fifteen  minute  daily  news 
commentary  is  spon.sored  in  this 
territory  by  Walker  &  Hallowell  and 
they  also  use  several  spot  announce¬ 
ments  during  the  day.  The  corn- 


proven  by  the  fact  that  we  only  As  a  matter  of  fact,  they  are  not  pany  spends  over  $200.00  per 
.started  in  business  two  years  ago  alw’ays  sure  that  their  home-owner  month  on  this  radio  advertising, 
and  have  increased  our  monthly  customers  are  w'ell  taken  care  of  While  it  is  hard  to  tell  the  di¬ 


volume  five  fold  in  that  time.  To  do  so  they  are  planning  to  have  their  rect  results  of  radio  advertising, 
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BUILDING  SPECIALTIES 


Home  Builders 
Choose  New 
Nwnins  Windows 

Perfect  Ventilation 
Easy  Operation 


If  you  are  buildinj;  homes  for 
re-sale  you  will  want  to  take 
advantage  of  the  added  sales 
appeal  Gate  City  Awning  Win¬ 
dows  give  your  houses.  Women 
like  their  smooth  operation — the 
way  they  open  out  easily  with 
a  mere  turn  of  the  operating 
handle.  The  whole  family  enjoys 
improved  circulation  of  air  sup¬ 
plied  by  the  tilted  sash. 

.Clf AN  FROM  INSfDF 

Gate  City  Awning  Window's 
can  be  cleaned  from  indoors  on 
both  sides  of  the  panes.  A  main¬ 
tenance  hinge*  on  the  uppermost 
sash  allows  that  pane  to  be 
dropped  so  it.  too,  can  be 
washed,  inside  and  otit,  without 
going  out-of-doors. 

SAFf  FROM  SHOIVCRS 

Home  buyers  like  the  fact  that 
awning  windows  don't  have  to 
be  closed  when  it  rains.  Sleeping 
is  easier  on  rainy  nights  because 
the  sash  can  be  set  to  keep  out 
the  rain  and  let  in  the  breezes, 
there’s  no  getting  up  to  close 
windows. 

Investigate  Gate  City 
Awning  Windows  for 
your  next  building 
project.  They  come  to 
your  job'  glazed, 
screened,  ready  to  in¬ 
stall  faster  than  any 
other  window.  The 
price  is  less  than  you'd 
think. 

Available  at  slight  extra  cost. 


MOSTICELt-O,  home  of  Thonui  jeffervon  near  ChjftuttesviUc. 
Virjcinia.  wai  built  between  176V  and  ISUV.  The  wood  windowi 
arc  in  v>und  condition  today  after  a  century  and  half  of  tervive 

Only  wood  windows 
give  you  this  proof  of 
long  life 

Look  to  the  past  if  you  would  select 
long  lasting  windows  for  your  new 
home.  In  some  of  the  earliest  houses 
you  will  find  proof  of  the  long  life 
—  I  '  of  wood  sash.  Monticello,  Mount  Ver¬ 
non.  Montpelier,  in  historically  famous  homes  as 
old  as  the  Republic,  wood  windows  are  stilt  giving 
service. 

You  can*t  match  that  record  of  permanence  with 
any  of  today’s  substitute  sash  materials.  That  is  why 
Gate  City  makes  their  famed  awning  window  from 
wood  .  .  .  wood  that  is  properly  selected  and  sea¬ 
soned  just  as  it  was  in  Jefferson's  time.  If  anything, 
the  Gate  City  Awning  Window  of  wood  is  even  better 
than  its  ancestral  counterpart,  for  it  has  the  advan¬ 
tage  of  chemical  treatment  to  make  it  more  durable. 

Before  you  build,  see  Gate  City  Awning  Windows 
demonstrated. 

Gate  City 

WOOD  AWNING  WINDOWS 

SBtauHfit/  fin  a 

can't  hay  o  longer  lasting  window  tkon  on*  of 
wood  mod#  to  tko  oiocting  stondords  of  tho  Goto 
City  Awning  Window,  ■omombor.  too.  wood  windows 
oosy  to  point,  oosy  to  blond  with  homo  color 
tekomos  —  oosy  to  hoop  boowtifwi  for  o  hovsotimo. 


Walker  &  Hallowefl 


1027  CENTRAL  AVE. 


PHONE  till 


A  two  column  advertisement  often  used  by  Walker  &  Hallowell  in  a  local  newspaper. 


Axe  You  An  Ideal  Salesman? 


Walker  does  know  that  business 
has  increased  about  25'i  since  the 
company  went  on  the  air  a  few 
months  ago. 

A  typical  commercial  that  is 
broadcast  with  the  .Swing  Program 
follows: 

Open  windows  all  around  and  not 
a  drop  of  rain  falls  in !  If  you  want 
the  answer  to  that  riddle  —  ask 
Sarasota’s  window  specialists  — 
Walker  &  Hallowell!  No  need  to 
jump  out  of  bed  when  sudden 
showers  come  at  night.  No  need  to 
deprive  yourself  of  lOO'r  ventila¬ 
tion  ...  no  need  ever  to  worry 
about  prowlers  or  children  falling 
out  of  windows!  Get  our  wood  awn¬ 
ing  windows  —  beautiful  for  a 
housetime,  from  Sarasota’s  e.xclu- 
sive  distributors  —  Walker  &  Hall¬ 
owell.  Walker  &  Hallowell  guaran¬ 
tee  their  wood  awning  windows  for 
twenty-five  .vears  against  termites 
or  wood  rot  .  .  .  the  only  windows 
that  are  sold  completely  glazed! 
Think  of  it  —  burglar  proof  —  rain 
proof  —  fool  i)roof.  Our  windows 
may  be  yours  —  windows  that  lock 
into  any  position  to  protect  your 
home  —  if  .vou  see  Walker  &  Hallo¬ 
well  —  Sarasota’s  window  special¬ 
ists  1027  Central  Avenue  —  tomor¬ 
row.  Just  one  thing  more:  Walker 
and  Hallowell  meets  all  competition 
in  low  priced  window  installation. 
Telephone  21-10. 

Modern  Home  City 

As  Sara.sota  is  a  modern  home 
city  most  of  the  better  cla.ss  resi¬ 
dences  have  been  built  in  the  last 
few  years.  This  has  given  the  com¬ 
pany  big  opportunity.  It  is  ea.sy  to 
.see  why  most  of  Walker  &  Hallo- 
well’s  .sales  are  for  new  construc¬ 
tion  as  it  will  take  many  years  for 
the  mild  Florida  weather,  and  nor¬ 
mal  wear  to  cau.se  the.se  houses  to 
need  repairs  or  maintenance. 

Every  day  more  people  are  plan¬ 
ning  to  build  modern  homes  in 
Sarasota.  That  means  the  market 
for  building  .specialties  is  steady 
and  there  is  no  end  in  sight.  Walker 
&  Hallowell  hope  to  fill  this  growing 
demand  for  functional  and  beauti¬ 
ful  building  acces.sories  for  some 
time  to  come. 


By  B.  R.  ScheR 
Genercd  Sales  Manager 
Wright  Manufacturing  Co. 


Are  you  an  ideal  salesman?  To 
find  out,  check  yourself  on 
the.se  eight  vital  points.  If  you’re 
falling  short  in  your  .sales,  you  may 
find  out  why  after  checking  this 
list.  And  you  may  pick  up  some 


valuable  pointers  which  will  help 
you  to  become  an  “ideal”  .salesman. 

1.  Have  you  “.sales  confidence”? 
Are  you  certain  the  company 
you  represent  and  its  prod¬ 
ucts  are  the  best  on  the  mar¬ 
ket?  If  you  aren’t,  the  cu.s- 
tomer  will  .sense  it  and  be 
dubious  about  buying. 

2.  Have  you  “.sales  imagina¬ 
tion”? 

(Continued  on  Pge  34) 
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Fiberglos  Now  Available 
In  Longer  Rolls 

Fiberglas  building  insulation  for 
homes  is  now  available  in  longer 
rolls,  Ovvens-Corning  Fiberglas  Cor¬ 
poration,  Toledo,  has  announced. 
The  longer  rolls  require  le.ss  cut¬ 
ting  and  fitting,  fewer  packages  to 
handle  and  afford  a  better  continu¬ 
ous  vapor  barrier  which  more  than 
meets  F'HA  requirements.  Because 
they  are  compression  packaged,  the 
rolls  are  easier  to  handle,  require 
le.ss  shipping  .space  and  can  be  in¬ 
stalled  more  quickly  than  the  old 
rolls.  When  unrolled  and  installed 
the  Fiberglas  insulation  springs 
back  to  its  natural  density. 

This  insulation  requires  less  stor¬ 
age  space  during  construction 
transports  easily  without  damage, 
and  provides  no  problem  of  disposal 
of  outer  wrappings. 

*  *  * 

G.E.  Introduces  Curved 
Kitchen  Cabinets 

A  new  line  of  delu.xe  wall  cab¬ 
inets,  with  top  shelves  that  can  be 
easily  reached  by  the  average 
homemaker  and  curved  lines  to 
harmonize  with  the  most  modern 
kitchen  has  been  introduced  by  the 
General  Electric  Company. 


Marking  a  radical  departure 
from  the  conventional  type  of 
kitchen  cabinet,  the  wall  cabinets 
in  the  new  line  have  counterbal¬ 


anced  doors  which  lift  up  from  the 
bottom  in  effortless,  finger-tip 
operation.  When  open,  the  doors 
are  completely  out  of  the  home¬ 
maker’s  way,  eliminating  the  haz¬ 
ard  of  bumping  into  open  cabinet 
doors. 

Accompanying  “underwall”  cab¬ 
inets  which  fit  directly  under  the 
larger  wall  cabinets  also  feature 
doors,  which  open  down  from  the 
top. 

By  taking  si.x  inches  from  the 
height  of  the  conventional  wall 
cabinet  and  using  the  underwall 
cabinet.  General  Electric  designers 
have  provided  better  accessibility 
to  all  parts  of  the  cabinet  storage 
area,  according  to  C.  J.  Enderle, 
manager  of  the  electric  sink  and 
cabinet  division. 

♦  ♦  ♦ 

Sprayed  On  Siding  for 
Wood  and  Masonry 

Textured  Finish  RE-NU-IT,  a 
product  claimed  to  re-surface, 
beautify  and  insulate  any  type  of 
wood,  clapwood,  masonry  or  shingle 
structures  has  been  announced 
by  its  originators  the  RE-NU-COR- 
PORATION.  The  manufacturer 
states  this  product  is  waterproof 
containing  the  two  indestructible 
minerals  asbestos  and  mica  and 
that  it  is  not  merely  nailed  on  like 
ordinary  siding  but  fu.sed  to  the 


surface  by  specially  designed  pow¬ 
erful  pressure  equipment. 

The  product  is  air-blasted  to  the 
surface  approximately  1  16"  thick 
thus  becoming  an  actual  part  of 
the  exi.sting  .structure.  The  fea¬ 
tures  of  this  type  of  application  are 
that  it  assures  complete  insulation 
and  greater  durability  with  the  ad¬ 
ditional  advantage  that  by  becom¬ 
ing  part  of  the  surface,  the  prod¬ 
uct  does  not  hide  or  alter  any  of 
the  original  architectural  lines  and 
contours. 

The  material  is  available  in  a 
choice  of  7  colors  and  its  appear¬ 
ance  is  a  definite  asset  as  being  a 
textured  fini.sh  it  re.sembles  stucco 
and  yet  is  not  quite  as  coarse.  It  is 
reported  that  the  product  can  only 
be  applied  by  factory  approved  ap¬ 
plicators  and  that  its  cost  is  no 
greater  than  the  conventional  type 
of  siding. 

4-  *  * 


Packaged  Aluminum  Awning 


You  can  now  buy  aluminum  awn¬ 
ings  and  doorway  canopies  over- 
the-counter,  packed  ready  for  in¬ 
stallation.  The  first  packaged  alum¬ 
inum  awnings  and  canopies  are 
manufactured  by  the  Cool  Ray 
Metal  Awning  Co.  Made  with  a 
bake-on  lasting  enamel  finish,  the 
“home  package”  awnings  have  all 
the  style  and  appearance  of  a  cus¬ 
tom-built  aluminum  canopy  or  awn¬ 
ing. 

{Con tinned  on  Page  44) 
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BUILDING  SPECIALTIES 


Jalousies 


Don't  Let  Shortages  Stymie  You! 

Build  Up  Your 
With  Products 


Thus  iss  the  second  in  a  series  of 
articles  on  how  dealers  can  increase 
their  sales  volume  during  the  pres¬ 
ent  period  of  shortages. 

JALOUSIES 

ALOUSIES  used  to  be  strictly 
a  tropical  item  but  in  recent 
years  their  use  has  spread  to  all 
parts  of  the  country.  Fundamen¬ 
tally,  they  are  a  form  of  Venetian 
blind,  in  fact,  they  are  .sometimes 
called  outside  Venetian  blinds.  They 
consist  of  a  metal  frame  and  hori¬ 
zontal  glass,  aluminum,  or  wood 
slats  or  louvers  which  are  pivoted 
at  the  ends.  By  means  of  a  handle 


and  gears  the  louvers  may  be  turned 
up  or  down. 

Glass  jalousies,  also  called  Vene¬ 
tian  windows,  have  glass  louvers. 
The.se  may  be  of  heat  resistant 
glass  which  holds  back  the  infra¬ 
red  rays  of  the  sun  and  thus  elim¬ 
inates  heat,  tinted  or  crystal  clear 
plate  glass.  They  have  the  advan¬ 
tage  of  providing  almost  100  per 
cent  ventilation  when  open.  When 
tightly  closed  they  will  not  admit 
any  drafts  or  rain.  They  are  not 
only  beautiful  but  they  are  very 
strong.  Glass  jalousies  have  with- 
.stood  the  force  of  a  tropical  hurri¬ 
cane  in  Florida  without  breaking 


or  admitting  a  drop  of  moi.sture. 

By  turning  the  louvers  down 
during  a  rain  it  is  po.ssible  to  have 
ample  ventilation  without  allowing 
the  interior  of  the  room  to  get  wet. 
Having  no  crossbars  or  muntins 
they  provide  complete  visibility  at 
all  time.s.  Most  manufacturers  pro¬ 
vide  channels  behind  the  jalousie 
into  which  a  gla.ss  or  screen  panel 
can  be  slipped  without  difficulty 
thus  affording  ample  insulation  in 
winter  and  protection  against  in¬ 
spects  in  summer. 

For  the  specialty  dealer  they  are 
primarily  of  interest  in  porch  en¬ 
closures  and  prime  windows.  They 
can  be  erected  on  bulkheads  or  set 
one  above  the  other  to  reach  from 
floor  to  ceiling.  The  manufacturers 
supply  various  metal  connecting  de¬ 
vices  so  that  they  can  be  arranged 
side  by  side  to  form  a  .solid  wall. 
As  a  porch  enclosure  item  the  glass 
jalousie  is  ab.solutely  ideal. 

It  provides  ab.solute  visibility 
whether  open  or  closed,  protection 
against  rain  and  the  heat  of  the 
sun  (when  the  proper  gla.ss  is  u.sed) 
and  better  ventilation  than  any 
window  except  casements  which  do 
not  combine  all  the  advantages 
mentioned.  Jalousie  doors  are  also 
available  to  complete  the  enclosure. 

When  the  slats  are  made  of  wood 
or  aluminum,  the  jalousie  functions 
as  a  sun  shade  and  may  be  u.sed  on 
windows  or  open  porches.  It  re¬ 
duces  summer  heat  by  keeping  the 
direct  rays  of  the  sun  off  the  win¬ 
dow  glass  and  thus  prevents  the 
heating  of  the  air  in  the  room  be¬ 
hind  the  window  pane.  With  the 
louvers  turned  down  it  gives  pro¬ 
tection  from  the  sun  and  allow’s 
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Sales  Volume 
Like  These 


only  reflected,  glareless  light  to 
enter  while  at  the  same  time  it  does 
not  impede  ventilation. 

ORNAMENTAL  IRON 

ORNAMENTAL  iron  is  one  line 
of  products  that  has  never 
been  pushed  extensively. 

As  with  awnings,  the  dealer  has 
two  .strong  sales  appeals  to  use  in 
promoting  the  .sale  of  ornamental 
iron  products. 

1.  Added  beauty  and  distinc¬ 
tion  for  new  and  old  homes. 
2.  Utility  .  .  .  railings  for 
safety  .  .  .  columns  for 
structural  strength. 

Beauty  is  almost  self  evident. 
To  convince  himself  of  thi.s,  the 
dealer  need  only  examine  a  few 
“before  and  after”  picture.s.  How¬ 
ever,  often  overlooked,  is  how 
wrought  iron  railings  and  columns 
can  completely  change  the  appear¬ 
ance  of  the  hou.se  as  well  as  add  a 


thereby  relieving  the  dealer  of  any 
size  problem.  The  columns  are  usu¬ 
ally  provided  with  either  top  or 
base  plates  (or  both)  that  are  re¬ 
movable  so  height  adjustment  can 
be  made  by  cutting  off  a  section  of 
the  post. 

When  selling  railings  one  should 
also  stress  the  safety  value.  In  most 
ca.ses  this  appeal  is  sadly  neglected, 
especially  so  in  newspaper  adver¬ 
tising. 

In  personal  contact  with  the 
prospect  it  is  also  w’i.se  to  stress 
safety  as  regards  the  prospect’s 
family  and  children.  Most  of  us 
will  spare  no  expense  to  protect  our 


children  so  this  is  a  very  strong 
appeal. 

Another  item  in  the  ornamental 
iron  line  (some  manufacturers  are 
producing  this  item  in  aluminum) 
that  has  grown  in  popularity  is  the 
screen  door  grille.  Screen  door 
grilles  originated  in  the  South,  and, 
although  the  combination  door  pre¬ 
sents  a  size  problem.  Northerners 
are  using  grilles  more  and  more. 

A  .screen  door  grille  may  vary 
from  a  simple  symmetrical  design 
to  an  elaborate  artistic  pattern  for 
support  of  the  screen.  The  grille 
eliminates  caved-in  screen  and  also 
{Cmtinued  on  Page  28) 


note  of  charm  and  distinction  to  it. 

The  u.se  of  ornamental  columns 
has  only  recently  grown  in  popu¬ 
larity.  Here  the  dealer  has  a  re¬ 
placement  product  as  well  as  one 
that  is  sold  for  new  con.struction. 
Wood  columns  and  posts  rot  out 
regularly.  The  cost  of  replacing 
them  with  wrought  iron  columns  is 
very  small,  and,  of  course,  the 
wrought  iron  column  will  last  the 
life  of  the  hou.se.  The  iron  also  of¬ 
fers  greater  structural  .strength. 

Ornamental  iron  columns  are 
used  on  porches,  breezeways,  bal¬ 
conies,  entranceways  and  patios. 
Thus  the  u.ses  are  innumerable. 

Most  manufacturers  make  provi¬ 
sions  for  adjustability  on  columns. 
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Josco  Aluminum  Prod.  Co. 
Moves  To  New  Address 

Jasco  Aluminum  Products  Cor¬ 
poration  has  moved  its  Plant  and 
General  Offices  to  a  new  building 
in  Nassau  Terminal,  New  Hyde 
Park,  N.  Y.  They  are  manufactur¬ 
ers  of  aluminum  combination  win¬ 
dows  and  aluminum  combination 
doors.  Plant  No.  Two  in  Queens 
Village  will  still  operate  in  its  pres¬ 
ent  location. 

*  *  • 

L  C.  Underwood  Appointed 
By  Philip  Corey  Mig.  Co. 

L.  Charles  Underwood  has  been 
appointed  to  the  position  of  assist¬ 
ant  advertising  manager,  the  Philip 
Carey  Mfg.  Company,  it  was  an¬ 
nounced  by  L.  W.  Clarke,  vice  pres¬ 
ident  in  charge  of  sales. 

Underwood  joined  Carey  in  1947. 
Prior  to  that  he  was  with  the  Ohio 
National  Life  Insurance  Company 
as  a.ssistant  manager  of  field  serv¬ 
ice  and  before  that  a  copywriter 
with  Savage  and  Talley  advertising 
agency  and  the  Dayton  Rubber 
Manufacturing  Company.  He  has 
recently  been  engaged  in  sales  and 
promotional  field  w'ork  for  Carey 
in  .several  of  its  various  di.stricts. 

*  *  « 

New  Orleans  To  Be  Site 
Of  Kaiser  Aluminum  Plant 

Kaiser  Aluminum  &  Chemical 
Corporation  announced  selection  of 
the  New  Orleans,  Louisiana,  area 
as  site  for  construction  of  a  new 
200,000,000-pound-a-year  a  1  u  m  i  - 
num  reduction  plant  and  power  fa¬ 
cilities. 

Carrying  out  big-scale  expan¬ 


S.  REPORTER . . . 


sions  to  produce  more  aluminum 
for  national  defense  and  essential 
civilian  requirements,  Henry  J. 
Kaiser,  president,  announced  that 
Kaiser  Aluminum  will  invest  $79,- 
000,000  —  entirely  privately  fin¬ 
anced  —  in  the  following  program : 

Construction  will  be  rushed  im¬ 
mediately  on  the  reduction  plant 
with  four  potlines,  which  w’ill  raise 
Kaiser  Aluminum’s  capacity  to  a 
total  of  540,000,000  pounds  annu¬ 
ally  of  aluminum  pig,  thereby 
boosting  the  Corporation’s  overall 
expansion  since  the  Korean  out¬ 
break  by  80  per  cent. 

The  Corporation  will  construct 
its  own  power  plant  at  the  New 
Orleans  area  site.  It  will  use  natural 
gas  as  fuel  in  generating  electric¬ 
ity,  which  is  essential  in  large  vol¬ 
ume  and  at  low  cost  to  produce 
primary  aluminum. 

*  *  * 

Tileboord  To  Be  Called 
"Preiinished  Wallponels" 

“Prefinished  Wallpanels”  is  the 
name  just  chosen,  after  a  thorough 
name  search  by  the  members  of  the 
Predecorated  Panelboard  Council, 
as  the  term  be.st  describing  one  of 
the  most  popular  surface  materials 
for  walls  and  ceilings. 

In  the  past  there  has  been  con- 
.siderable  confusion  among  manu¬ 
facturers,  dealers,  builders,  archi¬ 
tects,  home  owners,  and  others 
who  have  used  such  terms  as  “tile- 
board,”  “predecorated  panelboard,” 
“hardboard”  and  many  other 
names  to  designate  “prefinished 
wallpanels.” 

Members  of  the  Predecorated 
Panelboard  Council,  who  make  the 
large  majority  of  these  products 


and  whose  plants  are  located 
throughout  the  United  States, 
market  their  individual  products 
under  their  own  trade  names,  but 
they  have  agreed  that  this  material 
can  best  be  described  collectively 
as  “prefinished  wallpanels.” 

«  *  « 

Reynolds  To  Build  Aluminum 
Plant  At  Corpus  Christi,  Tex. 

Richard  S.  Reynolds,  Jr.,  Presi¬ 
dent  of  Reynolds  Metals  Company 
of  Richmond,  Virginia,  recently  an¬ 
nounced  that  his  company  will 
build  an  80  million  dollar  aluminum 
reduction  plant  in  the  Corpus 
Christi,  Tex.,  area  which  will  have 
the  capacity  to  produce  150,000,000 
pounds  of  aluminum  pig  annually. 
It  will  be  located  in  San  Patricio 
County  near  Gregory. 

Work  on  construction  of  the 
plant  will  be  started  in  a  few 
weeks,  and  it  is  expected  that  it 
will  be  in  operation  by  the  last  of 
the  year.  About  six  hundred  people 
w  ill  be  employed. 

♦  «  « 

Lumite  Screen  Plans 
Largest  Ad  Drive  In  '51 

The  largest  national  advertising 
campaign  in  screening  history  will 
be  launched  in  1951  by  the  Lumite 
Division  of  the  Chicopee  Manufac¬ 
turing  Corporation  of  Georgia, 
James  Veeder,  advertising  man¬ 
ager,  announced. 

The  campaign  will  feature  both 
full  and  half  pages  in  two  colors  as 
well  as  black-and-white  in  ten  na¬ 
tional  magazines  during  March, 
April,  May  and  June. 

In  conjunction  with  the  Lumite 
screening  campaign.  The  Dow 
{Continued  on  Page  37) 
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Why  Wait... 

Here’s  a  proven  seller  with  features  and 
profits  for  all.  The  Security  Met-L-Wood 
Combination  Window  has  been  made 
and  sold  for  years  under  another  brand 
name.  It  has  most  of  the  features  of  our 
famous  all-aluminum  Seciurity  Sash.  We 
know  it  will  satisfy  old  and  new  dealer 
demands  as  well  as  the  ultimate  con¬ 
sumer.  Here  is  a  combination  window 
that  requires  no  apologies  or  explana¬ 
tions.  Here  is  a  combination  that  will 
sell  —  sell  —  sell ! 

mET*L*iijaaD 

THE  BEST  COMBINATION  FOR  THE  DURATION 


FEATURES 

•  Easy  to  fit  and  install  permanently. 

•  Comes  in  stock  sizes  — fit  most  openings. 

•  Simple,  sturdy,  inconspicuous  wood  overlap  frame. 

•  3  metal  inserts  — 2  glass  and  1  screen  panel. 

•  Metal  slide  channels  for  easy  operating. 

•  Weatherstripped  meeting  rails. 


II 


•  Wood  frame  prime  coated  with  white  Toxic 
Preservative  —  reduces  warpage  or  swelling. 

•  No  maintenance  except  occasional  painting  of 
wood  frame. 

•  Lower  sash  opens  for  ventilation. 

•  Screen  locks,  screened  weep  holes. 


SUPPLY  IS  APT  TO  BE  LIM- 
ITED  SO  GET  ON  THE  SE¬ 
CURITY  BANDWAGON  NOW! 
Production  is  Geared  for  Almost 
Immediate  Delivery.  Write  — 
Wire  or  Telephone  Today  for 
Information,  Sample  —  Prices. 


SiHc*  f920-  . 


SECURITY  SASH  and  SCREEN  CO. 


385  Midland  Ave.  *  Detroit  3,  Michigan 
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Whiiier-Tite's 

GETTER 


Note 

the 

NEW 

Picture 

Frame 

Style! 


Here’s  WEATHER-TITE’S  new, 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  WEATHER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  Finest  kiln-dried  Callfernin 

Redweed  . . . 

•  R«ilt-ln  venHInter  at  ne  ea- 

tra  charge  .  .  . 

•  iasiest  el  all  la  Install  .  .  . 

•  Three  week  maalmuni  de¬ 

livery  .  .  . 

•  Attractive  mats  and  sales 

aids  le  increase  year 

preAls. 

Get  on  the  Profit  Band  Wagon!  Get 
WEATHER-TITE,  the  Combination 
Windows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 


WRITE  •  WIRE  •  PHONE 


WeaeiierTiee 

1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


16-2/3%  of  All  FHA  Loans 
For  Modernization,  Repair 

One  dollar  out  of  every  six  of 
loan  insurance  written  by  the  Fed¬ 
eral  Housing  Admini.stration  is  for 
the  repair,  alteration,  and  improve¬ 
ment  of  existing  properties. 

The  typical  property  improve¬ 
ment  loan  insured  by  FHA  during 
1950  provided  the  borrower  with 
$353;  had  a  maturity  of  30  months; 
months;  and  was  used  to  improve 
a  single-family  dwelling,  according 
to  the  Annual  Report  of  the  Fed¬ 
eral  Housing  Administration  w’hich 
is  to  be  released  soon. 


Nersica  Convention 

(Continued  from  Page  13) 
than  100  employees.  Nearly  two- 
thirds  of  its  loans  were  for  amounts 
of  le.ss  than  $25,000.” 

Sparkman  added  that  his  bill 
would  provide  for  general  services 
to  small  business  in  the  field  of 
government  procurement,  both 
prime  and  subcontracts. 

The  luncheon  meeting  was  also 
addressed  by  J.  E.  Orchard,  Pres, 
of  the  National  Metal  Awning  As¬ 
sociation,  Allen  Douglass  of  the 
Metal  Storm  Sash  Institute  and 
Mr.  Mitchell  of  the  Extruders 
Council.  Orchard  pointed  out  that 
all  of  the  200  or  more  items  on  the 
prohibited  list  of  articles  which 
may  not  be  made  of  aluminum 
amounted  to  no  more  than  6  per 
cent  of  the  total  supply  of  this 
metal.  Moreover,  he  added,  there 
was  actually  an  ample  supply  of 
aluminum  for  the  second  quarter 
even  allowing  for  military  orders 
and  the  needs  of  the  stockpile. 

Mr.  Mitchell  discussed  the  Ex¬ 
truder’s  battle  with  the  NPA  and 
how  after  much  argument  his  or¬ 
ganization  had  finally  been  allowed 
to  send  their  own  scrap  to  primary 
producers  to  be  made  into  billets. 
He  also  added  that  another  victory 
f  his  group  was  permission  to  con¬ 
tinue  buying  scrap  until  March 
31st. 

Despite  the  apparently  gloomy 
situation,  Mr.  Mitchell  felt  things 


would  be  better  and  that  continued 
pressure  by  small  busine.ssmen 
would  secure  more  concessions 
from  the  NPA.  He  urged  that  the 
aluminum  fabricators  and  the  small 
businessmen  dependent  upon  them 
refuse  to  let  their  enterprises  die 
and  get  into  the  fight  with  both 
feet  by  hammering  at  their  Con- 
gre.ssmen  and  Senators  and  by  de¬ 
luging  the  NPA  and  Congressional 
committees  with  telegrams  of  pro¬ 
test.  He  had  high  prai.se  for  the 
efficient  job  that  Nersica  was  doing 
on  behalf  of  contractors,  dealers 
and  manufacturers. 

0.  G.  Norton,  a  storm  sash  dealer 
from  Long  Island,  N.  Y.,  delivered 
a  rousing  address  that  was  enthu¬ 
siastically  received.  Norton  de¬ 
scribed  how  he  had  been  cordially 
received  in  Washington  but  that  in 
the  end  the  results  were  always  the 
same — no  aluminum.  He  advi.sed 
that  dealers  get  together  and  fight 
for  relief  from  the  aluminum  re¬ 
strictions.  Reapprai.sal  of  the  na¬ 
tion’s  actual  aluminum  needs,  he 
felt,  would  certainly  result  in  more 
metal  for  civilian  u.se. 

Sash  Slides 

One  interesting  fact  brought  out 
during  a  que.stion  and  answer  pe¬ 
riod  in  which  Allen  Douglass,  rep¬ 
resenting  the  Metal  Storm  Sash 
Intitute,  participated  was  the  defi¬ 
nition  of  what  the  NPA  means  by 
“.sash  slides.”  According  to  one 
manufacturer  who  .said  he  had  re¬ 
ceived  an  answer  in  writing  from 
Nigel  Bell  of  the  NPA  aluminum 
division,  sash  slides  means  vertical 
.side  guides  including  weatherstrip¬ 
ping.  These  may  be  made  of  alumi¬ 
num  and  can  therefore  be  used  in 
wooden  windows. 

Messers  Douglass,  Marsh,  Graf- 
fius,  Norton,  and  Orchard  were  ap¬ 
pointed  to  draft  a  resolution  of 
protest  again.st  the  NPA  aluminum 
restrictions  which  was  telegraphed 
to  Washington  from  the  convention. 


;  Product  Finding  Dep’t. 
I;  See  Page  43 
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Aluminum  Nails  Have  Many  Advantages 
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Aluminum  nails  carry  a  number 
of  inherent  advantages  which  make 
them  of  special  value  to  the  build¬ 
ing  trade.  In  the  first  place,  they 
weigh  only  1/3  as  much  as  steel 
nails  which  means  that  the  buyer 
gets  3  times  as  many  nails  per 
pound.  This  reduction  in  weight 
will  also  result  in  lowered  trans¬ 
portation  charge.s. 

In  addition  aluminum  nails  are 
highly  resistant  to  corrosion  and 
stain.  Regardless  of  whether  the 
nails  are  u.sed  for  interior  or  ex¬ 
terior  applications,  they  retain 
their  attractive  appearance  even 
after  long  years  of  service.  This 
means  that  when  they  are  used 
with  wood  siding  there  is  no  dan¬ 
ger  of  rusting  of  nail  heads  with 
sub.sequent  unsightly  di.scoloration 
of  paint  jobs  on  exterior  walls.  A 
.small  additional  cost  for  aluminum 
nails  eliminates  expensive  repaint¬ 
ing  jobs. 

Likewise  they  will  not  discolor 
or  otherwi.se  mar  the  attractive  ap¬ 


pearance  of  roofs.  A  3d  shingle 
nail  and  1-inch  felt  paper  nail, 
both  with  expo.sed  heads,  are  ca¬ 
pable  of  withstanding  attack  from 
the  element.s,  insuring  permanent 
attachment  of  roofing,  and  leaving 
no  trace  of  stain  on  roofs. 


Specialty  Mfrs. 

(Continued  from  Page  18) 

tee  feels  that  an  early  and  realistic 
reappraisal  of  military  and  stock¬ 
pile  requirements  must  be  under¬ 
taken  at  once.  It  seems  evident  that 
many  of  the  plans  now  in  operation 
were  formulated  back  in  the  ‘10 
per  cent  mobilization’  months  be¬ 
fore  the  Chinese  Communi.sts 
cros.sed  the  Yalu  River.  For  that 
reason,  perhaps  even  more  strin¬ 
gent  regulations  will  have  to  be 
issued. 

“On  the  other  hand,  .some  of  the 
requirements  appear  to  be  already 
unnecessarily  restrictive  and  oner¬ 


ous  and,  perhaps,  can  be  lightened 
for  .several  months  until  the  stream 
of  contracts  reaches  floodtide.  Gov¬ 
ernment  officials  te.stifying  before 
your  committee  told  of  the  neces¬ 
sary  time  lag  resulting  from  a 
proi)er  phasing  of  defen.se  awards. 
If  such  is  the  ca.se,  and  there  seems 
no  reason  for  doubt,  it  appears  that 
there  should  be  a  comixirahle  lag  in 
the  imjyosition  of  harnh  controls. 

“An  example  might  be  the  alu¬ 
minum  fabrication  industry.  By 
the  so-called  death  sentence  order 
of  NPA,  some  14,000  aluminum 
fabricators  are  going  to  be  forced 
to  go  out  of  their  pre.sent  business. 
Figures  were  presented  to  the  com¬ 
mittee  indicating  that  there  would 
be  sufficient  aluminum  left  over 
after  the  stockpiling  and  military 
program  to  permit  limited  civilian 
production.  Certainly  it  would  be 
folly  to  shut  up  the.se  plants  now 
and  then  di.scover  at  the  end  of  the 
summer  that  there  is  an  excess  of 
aluminum.  Once  closed,  these  plants 
will  be  brought  back  to  life  with 
(Continued  on  Page  28) 


The  Window  You  Can 

sm  HOW 

Top  Quality  —  Excellent  Mark-Up 
Assured  Delivery 

GRAEF 

REDWOOD  COMBINATION  WINDOW 


HERE’S 


For  the  live-wire  dealer  who  wants  to 
build  real  volume,  and  knows  a  sellable 
window  when  he  sees  one,  we  have  a 
stor>'  that's  loaded  with  profits.  Greatly 
increased  production  allows  us  to  offer 
the  GRAEF  California  Redwood  Com¬ 
bination  Window  for  immediate  de¬ 


livery.  Now  you  can  increase  volume 
and  profits  despite  metal  shortages. 
Solid  overlapping  Redwood  frame  with 
carefully  joined,  weather-tight  corners. 
Precision  made  inserts  fit  perfectly  and 
can  be  changed  in  a  few  seconds.  Sturdy, 
high-grade  Aluminum  OR  Redwood 
inserts  available. 


The  GRAEF  profit  plan  and  low  sellint  price  make  this 
a  perfect  comhination  for  you.  WRITE  OR  WIRE  TODAY! 


1502  W.  Federal  St.  GRAEF  STORM  WINDOW  CO  •  Youngstown  10,  O. 


HOW  TO  SOL  IHORE 

COMBINATION 

WINDOWS 
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n  PROTECTION  FROM  METAL  SCARCITIES 

^  AAA  m  vnitr  lin*  mnA 


‘WONDER  WINDOW’S” 

8  FAMOUS  FEATURES  \ 

I.  ComphMy  attumblpd.  | 

2  IntarchanfMfel*  storm  and  tcroon  I 

soctlons.  I 

3  Soth  or  scrooii  aatlly  nmovad —  t 

trom  fnsMo.  | 

^  fatantad,  karplar-praaf,  wadga  | 
*  totfonors  lock  lightly  In  plat* 
from  insMo  onijr. 

3,  Cintom  madn  on  lotost  procislOn 
mockfnos. 

Mtood  troolorf  with  wotor-ropol* 
hnl  prosorvotlvo. 

7»  SImpIo  to  Intlall. 

0,  Shipptd  In  Individual  corfont. 

Ifj^l  '*Q«o//fy  M^ootfvorA  S/ac*  f9f9** 


Add  1  wooden  window  to  your  line  and 
you  can't  tuffer  from  metal  Karciciea.  Get 
double  proteaion  by  stocking  and  selling  j 
wooden  *'Womder  W$udow$*\  When  you  j 

don’t  have  Karce  metal  —  or  they  won’t  • 

pay  the  price  for  it  —  they'll  still  buy  ^ 
*'Wondef  Windows’*,  These  completely  as*  * 
•embledp  three*piece  combinations  have  in*  f 
^  tercbangeable  storm  and  screen  inseru.  | 
k  They  sell  for  less  than  half  the  price  of  | 

I  metal  and  give  you  a  solid  proht  too.  m 

\  _ 

PREPARE  FOR  THE  FUTURE 
INVESTIGATC  NOW 
DitIrlbulore  —  OmIms 


There  is  no  need  to  lose  sties  bectnse 
metal  is  scarce  or  prices  coo  high.  Build 
or  supplement  your  combination  line  with 
"Wonder  Windows".  Get  Unsurpassed 
Quality,  Famous  Features  and  Profit-Making 
Prices.  Some  attractive  franchises  are  ttill 
available  for  both  Dealers  and  Distributors. 
Call,  Wire  or  Write  today  and  specify 
territory  wanted. 


Specialty  Mfrs. 

(Continued  from  Page  27) 
great  difficulty,  and  every  safe¬ 
guard  should  be  taken  to  make  cer¬ 
tain  that  it  is  necessary  to  sacrifice 
them. 

“To  date,  NPA  and  the  military 
procurement  officers  have  not  suc¬ 
ceeded  in  developing  a  policy  and 
mechanism  which  will  help  to 
bridge  the  gulf  between  civilian 
production  cutback  and  a  fully  ac¬ 


celerated  rate  of  defense  buying. 
Until  this  does  take  place,  valuable 
small  facilities  will  continue  to  fall 
into  disuse,  many  even  to  disap¬ 
pear  from  the  scene  altogether.  The 
result  of  this  lack  of  procurement 
planning  may  very  well  be  a  seri¬ 
ous  shortage  of  subcontracting 
facilities  when  they  are  most  need¬ 
ed.  Your  committee  can  see  little 
excuse  for  the  slowness  of  the  pro¬ 
curing  agencies  in  recognizing  and 
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acting  on  a  positive  program  of 
planning  procurements.  .  .  . 

“The  Small  Business  Committee 
feels  well  justified  by  the  facts  in 
calling  for  a  completely  controlled 
material  allocation  plan  at  the  ear¬ 
liest  possible  moment.  We  are  con¬ 
vinced  that  a  large  segment  of 
American  small  business  is  in  im¬ 
minent  danger  of  bankruptcy 
through  the  shortages  of  basic  ma¬ 
terials  and  that  no  other  course  is 
open  for  us.  In  his  opening  .state¬ 
ment  to  your  committee,  Mr.  Wil¬ 
son  said,  ‘I  hate  controls.  All  my 
life  I  have  hated  them.  However, 
I  believe  we  must  have  them.’  The 
Small  Business  Committee  expres.s- 
es  its  wholehearted  agreement  with 
both  of  tho.se  premi.ses.” 


Build  Up  Sales 

(Continued  from  Page  2.3) 
reduces  door  warping. 

Beauty  and  Utility  are  the  two 
strong  appeals.  With  the  variety  of 
patterns  being  offered  the  home- 
owner  is  sure  to  find  one  that  suits 
him  perfectly.  The  grille  will  add 
a  note  of  individuality  to  his  home 
and  will  completely  change  the  ap¬ 
pearance  of  his  entranceway. 

Ornamental  iron  products  have 
certain  advantages,  too,  that  make 
them  particularly  attractive  for  the 
dealer  to  handle.  First  of  all,  color 
is  simplified.  You  don’t  have  a  wide 
range  of  colors  to  provide.  Prac¬ 
tically  all  manufacturers  supply 
their  railings  and  columns  finished 
in  a  prime  coat  which  the  home- 
owner  generally  repaints  him.self. 

Damage  is  practically  nil.  This 
includes  damage  during  shipment 
as  well  as  damage  while  in  the 
dealer’s  hands  and  during  installa¬ 
tion. 

Installation,  too,  is  relatively 
simple.  On  stock  railings  many  cus¬ 
tomers  will  do  the  installation 
them.selves.  Custom  railings  come 
ready  to  set  in  place  .so  these  in¬ 
stallations  are  al.so  simplified.  An¬ 
other  development  which  has  re¬ 
duced  in.stallation  costs  is  the  use 
of  lugs.  Rather  than  sinking  the  en¬ 
tire  newel  post  into  the  platform,  a 
small  lug  is  welded  to  the  bottom 
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ol'  the  jxj.st.  This  lu}^  is  drilled  for 
a  standard  lajr  making  it  possible 
to  use  lead  expanders.  This  elimi¬ 
nates  the  nece.ssity  of  filling  the 
hole  with  hot  lead  or  fresh  con¬ 
crete. 

Although  railings  and  columns 
are  heavy,  their  compactness  gives 
them  a  very  low  freight  rate.  Thus 
distant  shipments  do  not  raise  the 
cost  out  of  line.  The  compactness 
also  simplifies  the  storage  problem 
for  the  dealer. 

Even  though  the  majority  of 
sales  are  for  custom  work,  the  wide 
awake  dealer  will  carry  some  stock 
to  handle  his  over-the-counter 
sales.  His  stock  problem  is  not  com¬ 
plicated  because  there  are  three 
stock  sizes  for  the  bulk  of  his  .sales. 
Becau.se  of  this,  the  dealer  can 
carry  a  complete  stock  with  a  very 
small  investment.  This  enables  him 
to  .serve  his  cu.stomers  in  a  prompt 
and  efficient  manner. 

Thus  when  one  reviews  the  po¬ 
tential  market,  even  briefly,  he  can 
readily  see  why  a  line  of  ornamen¬ 
tal  iron  will  pay  off,  and  pay  off 
handsomely  for  the  dealer. 

STEEL  BASEMENT  POSTS 

rpO  a  great  man.v  specialty  deal- 
^  ers  adju.stable  steel  ba.sement 
posts  are  merely  a  building  suppl.v 
item  suitable  for  retail  .store  sales 
only.  This  is  a  mistake  since  a  very 
profitable  home  improvement  serv¬ 
ice  can  be  built  uj)  on  the  basis  of 
this  product. 

Despite  the  millions  of  new 
homes  built  in  the  pa.st  five  years 
most  people  live  in  hou.ses  20  or 
more  years  old.  The  majority  of 
these  are  of  wood  and  have  sagging 
floors.  A  recent  surve.v  of  3,000 
homes  in  a  Mid-West  cit.v  revealed 
that  70  per  cent  needed  .some  kind 
of  steel  ba.sement  post  service. 
That  there  really  is  a  market  is 
evident  from  the  fact  that  in  the 
last  5  years  over  a  million  adjust¬ 
able  steel  po.sts  were  manufactured 
and  sold. 

The  .salesman  who  comes  into  a 
home  to  sell  awnings,  combination 
windows  or  anything  else  can  just 
as  easily  .sell  a  sert'ice  which  will 


t/f^  beautiful  new 
GLASS  LOUVERED  WINLv^w 
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with  Eternal  Red  Wood  Frame! 


NEWEST,  FINEST. . .  ALREADY  THE  FASTEST 
SELLING  GLASS  LOUVERED  (VENETIAN) 
WINDOWS... WINDO-TITE  is  a  WINDOW 
designed  and  produced  by  window  men,  who 
know  window  problems. 

You  can  cash  in  on  the  fast  growing  market 
for  glass  louvered  windows.  Their  popularity 
is  spreading  to  every  section  of  the  country. 

Every  building,  old  or  new,  is  a  prospect. 
Endless  applications. ..windows,  doors,  breeze- 
ways,  porch  enclosures,  store  front  ventilators, 
hospitals  and  schools.  Owners  praise  their 
modern  beauty,  utility  and  durability. 
Architects  everywhere  are  specifying  them. 

WINDO-TITE  is  precision-built,with  remov¬ 
able  inside  screens  and  storm  sash.  Standard 
casement  window  stock  sizes;  also  custom  sizes 
to  fit  any  opening.  Simple,  speedy  installation. 

Some  dealerships  still  available.  Write,  today,  giving  full 
particulars  about  your  company. 

LUDMAN  CORPORATION 

DEPT.  BS-3.  P.  O.  BOX  4541.  MIAMI.  FLORIDA 

Manufacturers  of  nationally  known  Auto  Lok  Aluminum  Awning  Windows 


correct  .sagging,  creaking  floors 
that  di.sfigure  an  otherwise  attrac¬ 
tive  hou.se  and  lower  its  re-sale 
value.  The  word  seri'ice  is  empha¬ 
sized  here  because  you  not  only 
provide  the  posts  (and  .sometimes 
beams)  but  you  al.so  provide  the 
.service  that  graduall.v  rai.ses  the 
beams  to  a  level  position — that’s 
what  makes  it  .so  profitable! 

Next  time  you  or  your  .salesmen 
go  into  a  home,  ob.serve  the  floor 
for  any  downward  slope  toward 
the  center  of  the  room.  See  if  the 


furniture  .seems  to  lean  away  from 
the  walls  or  if  the  floors  have 
dropped  away  from  the  wallbase 
moldings.  These  are  the  signs  of 
sagging  beams  under  the  floor 
which  only  steel  posts  will  correct. 

The  .salesman  can  point  out  the.se 
signs  to  his  customer  and  prove  his 
point  in  the  cellar  by  .stretching  a 
chalkline  from  one  foundation  wall 
to  the  other  under  the  center 
beams.  This  will  quickly  show  how 
far  down  the  beam  is. 

(Continued  on  Page  30) 
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BUILDING  SPECIALTIES 


•  Exclusive  Franchised  Territories 

•  Patented  Exclusive  Equipment 

•  Ten  Years  of  Research 


This  modern  way  to  resurface, 
after  years  of  research  develop¬ 
ment,  is  now  available.  Valuable 
franchise  rights  are  now  being 
granted  to  qualified,  sales-minded 
concerns. 

BELSONIZE  OFFERS 
NEW  HORIZONS 

•  Dramatic  Sales  Potentials 

•  As  Revolutionary  as  combination 
windows  were  12  years  ago. 

•  Profits  —  Profits  —  Profits 


And  Many  More  Attractive  Features 

The  word,  Belsonize,  describes  the  application  of  special  durable  plastic 
coatings  for  most  any  surface.  These  coatings  are  applied  in  a  variety  of 
textures  and  colors  with  automatic  low  pressure  equipment  replacing  old 
fashioned  methods. 

Write  or  Wire  for  More  Details 


BELSON  CO., 

Main  Offices: 

27  Mountain  W. 

Worcester  6.  Mass.,  Phone:  64391 


Inc. 

Laboratory: 

70  Vesey  St.,  N.  Y.,  N.  Y. 


Build  Up  Sales 

(Contiviwd  from  Page  29) 

When  in.stalled,  the  post.s  are  .set 
on  concrete  footing.s  which  are 
flu.sh  with  the  floor,  the  post,  of 
course,  is  placed  directly  under  the 
load  it  must  bear.  The  load  is  taken 
up  slowly  raising  the  beam  about 
1  16  of  an  inch  every  10  days  until 
it  is  level.  Once  rai.sed  to  the  re¬ 
quired  height,  the  installation  re¬ 
quires  no  further  maintenance. 


When  set  under  wood  beams  the 
steel  posts  should  be  spaced  no 
more  that  eight  feet  apart.  If  .steel 
beams  are  u.sed  (and  they  are  pref¬ 
erable  becau.se  they  make  the  job 
permanent)  the  po.sts  can  be  set 
further  apart  depending  on  the  size 
and  .strength  of  the  beam. 

All  in  all  you  will  find  that  the 
.sale  of  several  posts  and  perhaps 
a  steel  girder  plus  the  cost  of  the 
services  of  your  mechanic  can  net 
you  a  handsome  profit. 


KITCHEN  FANS 

NO  modern  kitchen  is  complete 
without  a  ventilating  fan.  In 
fact  it  is  hard  to  find  a  new  house 
without  one.  This  is  a  point  that 
every  aggressive  and  alert  dealer 
ought  to  consider.  Con.stant  adver¬ 
tising  and  promotion  have  made  the 
home  owner  aware  of  the  advan¬ 
tages  of  this  extremely  u.seful  spe¬ 
cialty  and  has  created  a  great  mar¬ 
ket  for  it  in  the  home  improvement 
field. 

The  hou.sewife  who  reads  about 
sparkling  new  kitchens  in  the  slick 
women’s  magazines  may  not  be  liv¬ 
ing  in  a  new  home  herself  but  you 
can  be  assured  that  she  is  eager 
to  have  its  comforts  and  conveni¬ 
ences  and  one  of  lhe.se  is  a  kitchen 
fan. 

The  two  things  that  a  kitchen 
exhaust  fan  accomplishes  are  (1) 
quick  elimination  of  unplea.sant 
cooking  odors,  and  (2)  lowering  of 
excessive  heat  in  the  kitchen.  A 
hou.sewife  spends  most  of  her  day 
in  the  kitchen  and  on  a  hot  day 
when  the  stove  has  been  on  for  any 
length  of  time  the  heat  .sometimes 
becomes  unbearable  even  with 
doors  and  windows  wide  open.  A 
good  fan  with  a  ten-inch  blade 
quickly  lowers  the  temperature  by 
exhausting  the  hot  air. 

C'ooking  Odors 

When  it  comes  to  cooking  odors 
there  is  no  better  .solution  than  a 
fan.  As  any  housewife  will  tell  you, 
the  moment  she  .starts  cooking,  the 
odors  pervade  the  entire  house  and 
the  smell  is  very  persistent — an  em- 
barra.ssing  situation  when  gue.sts 
are  about  to  arrive  for  dinner. 
Closing  the  kitchen  door  and  open¬ 
ing  the  windows  is  no  solution.  In 
.summer  it  is  too  hot  to  clo.se  the 
door  and  in  winter  the  room  gets 
chilled  long  before  the  odors  dis¬ 
appear. 

Nor  do  any  of  the  fancy  bottled 
deodorizers  do  the  job  they  are  sup¬ 
posed  to.  So  far  the  most  efficient 
way  to  get  rid  of  cooking  odors  is 
to  exhau.st  them  through  a  kitchen 
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YOU  HAVE  TO  BE  first  WITH  THE  BcSt 


ARE  MISSING  A  PwiUaUe  P^toduct? 


Modern  design  plus  science-in-industry 
combined  to  produce  ALTICO 
ALUMINUM  TILE.  The  immediate 
acceptance  by  consumer,  contractor, 
architect,  dealer  and  distributor 
is  setting  sales  records  everywhere. 

It  will  pay  YOU  to  send  for  complete 
details  at  once! 


MOPERH  CONSTRUCTION  AND  STYLE  OEMAND  ALUMINUM  TILE! 


$  Color  dynomics! 
18  colors  includ¬ 
ing  mottles. 


$  Simple,  quick 
instolkition 
anyone  con  moke. 


S  Won  load  only 
14  01.  per  sq. 
ft.  with  mostic! 


$  Greot  strength 
ond  iosting 
finish! 


WRITE  TODAY! 

See  our  insert  in  SWEET'S  CATALOG 

ALLOY  TILE  CORP. 

109  ROOSEVELT  AVENUE 
BELLEVILLE,  N.  J. 


Pleose  send  complete  detoils  on  ALTICO  TILE,  including 
samples  and  color  chart. 

WE  ARE  . 

Dealer  Distributor  Contraetor  Architect 

NAME  .  . 

ADDRESS 
CITY  and  STATE 


fan.  Another  important  feature 
which  (iealer.s  should  point  out  to 
their  potential  cu.stomers  is  the 
.saving  in  cleaning  bills  as  well  as 
le.ss  work  for  the  housewife  in 
washing  kitchen  walls. 

The  vapor  that  rises  from  food 
in  the  process  of  being  cooked  car¬ 
ries  tiny  globules  of  fat  which  are 
deposited  on  the  walls,  ceiling,  flat 
surface.s,  and  kitchen  curtains. 

Frequent  Washing 

This  means  frequent  washing  of 
walls  and  laundering  of  curtains. 
On  the  other  hand,  fans  suck  the.se 
grease-laden  vapors  out  of  the 
kitchen  before  they  have  a  chance 
to  deposit  their  fat  on  the  walls 
and  el.sewhere.  Once  you  point  this 
out  to  a  customer  it  isn’t  long  be¬ 
fore  you  have  made  a  .sale. 

There  are  two  kinds  of  kitchen 
fan.s — wall  type  and  ceiling  type. 
There  are  differences  of  opinion 
concerning  their  relative  merits. 
Some  experts  argue  that  the  wall 
type  .should  be  u.sed  because  it  can 
be  in.stalled  nearer  the  .stove  and 
exhau.st  cooking  vapors  before  they 
have  a  chance  to  deposit  their 
grease  on  the  w’alls.  It  is  not  always 
possible  to  use  wall  types  and  in 
this  case  the  ceiling  type  is  used. 

Simple  Installation 

Installation  is  simple.  A  hole  is 
broken  through  the  wall,  prefer¬ 
ably  about  2  Vi*  feet  above  the  stove 
and  the  fan  is  inserted.  The  hous¬ 
ing  of  the  fan  is  like  a  cylinder  or 
sleeve  which  goes  through  the  open¬ 
ing  in  the  wall.  A  flange  and  an 
automaiic  gate  on  the  outside  end 
of  the  sleeve  protect  the  fan  from 
the  weather  and  prevents  drafts 
from  blowing  in.  A  grille  protects 
the  front  of  the  fan  and  gives  it  an 
attractive  appearance.  Pulling  a 
chain  .starts  the  fan  and  opens  the 
outside  gate  at  the  same  time.  The 
electrical  connections  should  be 
done  by  a  licensed  electrician  to 
whom  the  w'ork  can  be  subcon¬ 
tracted. 


Farm  Building  Will  Rise 
Says  A.  N.  Lone 

While  residential,  commercial 
and  recreational  construction  in  ur¬ 
ban  areas  declines  during  the  next 
year  in  the  face  of  emergency  re¬ 
strictions,  farm  building  can  be  ex¬ 
pected  to  increase  throughout  the 
country,  A.  Naughton  Lane,  presi¬ 
dent  of  the  Producers’  Council,  na¬ 
tional  organization  of  building 
products  manufacturers,  stated 
recently. 


“An  additional  $750  million 
probably  will  be  spent  to  repair  and 
improve  existing  farm  homes, 
barns,  and  service  buildings  during 
the  year.  To  date,  no  controls  have 
been  placed  on  farm  construction, 
except  the  building  of  new  farm 
homes  on  which  mortgage  loans  are 
obtained.  In  view  of  the  widespread 
need  for  improvements,  it  is  un¬ 
likely  that  any  drastic  limitations 
will  be  put  into  effect  unless  the  re¬ 
armament  program  increases. 
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Telephone. 

TROWBRIDGE  6  7000 


Industrial  Steels,  Inc 

250  Bent  St  ry  41  Mass 


Wood  Windows 

(Continued  from  Page  14) 

windows  have  mitred  corners. 
Mitred  corners  are  often  favored 
because  they  are  so  neat  in  appear¬ 
ance  and  have  the  picture  frame 
effect.  Unfortunately  a  simple 
mitre  is  not  in  itself  a  strong  joint. 
Therefore  when  e.xaming  a  frame 
which  is  joined  in  this  way,  make 
sure  that  it  has  at  least  been 
.screwed,  doweled  or  reinforced  in 
some  other  way.  However,  it  is  pos¬ 
sible  to  have  a  joint  which  is  both 
slotted  and  tenoned  and  mitred  on 
the  outside.  This  can  readily  be 
.seen  by  examining  the  edge  of  the 
frame. 

In  some,  the  thing."  to  look  at  in 
a  wood  combination  window  are: 

1.  The  kind  of  wood  it  is  made 


STAINLESS  STEEL 

HEAT  TREAT  HARDENED 

SHEET  METAL  SCREWS 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 


Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 


Cxpressly  Adapted  to  KD  Insiatlaiions  as  Well 
as  Fabricating  All  Windows  and  Doors 


Mode  of  Type  420  Stointess  Steel  specially 
heot  treoted  ond  polished  for  extreme  thread 
cvttifiQ  strength  ond  moximom  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
codmium  or  chrome  ploted  screws. 

Speciol  heot  treotment  insures  toughness 
ond  hordness  necessary  to  resist  stripping  of 


threods,  heod  breokoge,  domoge  to  slots,  etc. 

Stocked  in  Round  Heod,  Binder  Heod,  ond 
Ovol  Cts'k  Heod  styles,  in  diomcten  4-4^8*10 
ond  12  ond  in  lengths  le",  4^", 

Mode  to  your  order  in  other  sizes  ond 
heod  styles.  Also  ovoiloble  to  order  in  Phillips 
recessed  heod,  quontity  permitting. 

Lef  us  quote  you  on  your  roquiromtnts. 


2.  Type  of  joint.s  in  the  outer 
frame. 

3.  Stejiped  or  notched  meeting 
raiLs. 

4.  Ea.se  of  glas.s  replacement  in 
the  .storm  panel. 

5.  Clo.se  fit  of  in.serts  in  the  outer 
frame. 

6.  Toxic  treatment  of  all  wood 
part.s. 

7.  Simplicity  of  design  that  elim¬ 
inates  gadgets  which  can  avoid 
.service  calls. 

8.  Method  of  ventilation. 


nTHTii 

nn'imi 

■.i-TiTm 


Sprayed  Resurfacing 

(Continued  from  Page  15) 

years  of  experimentation  to  pro¬ 
duce  the  final  beautiful  result  of  a 
low  pre.ssure  sprayed  in.stallation. 

The  retail  selling  of  low  pressure 
sprayed  resurfacing  falls  into  the 
general  category  today  of  combina¬ 
tion  windows  back  in  1939.  The 
public  realizes  that  no  major  ad¬ 
vancements  have  been  made  in  re¬ 
surfacing  for  over  100  years.  They 
are  quite  willing  and  fascinated  to 
hear  the  story.  It  is  usually  .sold 
on  the  basis  of — not  a  paint  job  but 
the  lowest  co.st  way  of  residing 
your  building.  Actually,  the  cost  of 
a  plastic  resurfacing  job  based  on 


rrrr 


Manufacturing  Co.,  Lancaster  2,  Pa. 
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years  of  service  compares  favor¬ 
ably  with  a  high  grade  paint  job. 

Application  is  amazingly  simple 
and  rapid.  The  applicator  carries  a 
light,  compact,  low  pressure  tank 
and  a  special  type  of  spray  gun 
connected  to  the  tank  by  a  tube. 
The  material  is  simply  sprayed 
onto  the  desired  surface. 

It  can  be  applied  to  wood  clap¬ 
boards  or  shingles,  asbestos  shin¬ 
gles,  stucco,  brick,  cinder  or  con¬ 
crete  block,  etc.  The  material  tends 
to  i)enetrate  the  pores  of  the  old 
surface  and  becomes  an  integral 
part  of  it.  The  resultant  surface  is 
tough,  hard,  and  free  from  chalk¬ 
ing  as  well  as  .self-washing  and 
color  fast.  In.stallations  made  10 
years  ago  are  .still  giving  good 
service  today. 


Mineral  Wool 

{Continued  from  Page  17) 

organization  that  .sells  a  mechanical 
device  which  may  require  .service 
may  be  in  for  .serious  headaches.  If 
parts  are  not  available  or  if  com- 
I)etent  .servicemen  are  not  available, 
this  .service  problem  becomes  great. 
One  of  the  many  attractive  features 
of  the  mineral  wool  insulation  busi¬ 
ness  is  that  we  have  no  service 
problem.  An  insulation  job  in  which 
a  high  quality  mineral  wool  is  u.sed, 
I)roperly  in.stalled,  lasts  as  long  as 
the  building  and  requires  absolute¬ 
ly  no  .service. 

5.  It  should  offer  a  reasonable 
profit  on  an  average  volume.  The 
mineral  wool  insulation  contractor 
has  a  fixed  material  co.st  for  all 
practical  purposes  since  the  better 
mineral  wool  manufacturers  now 
produce  a  product  which  gives  uni¬ 
form  coverage.  An  increase  in  the 
hourly  labor  rates  for  in.stallers  is 
not  too  serious  for  the  contractor 
since  an  efficient  operator  always 
keeps  his  labor  co.sts  at  20  per  cent 
or  less  of  his  .selling  price.  A  10  per 
cent  increase  in  the  hourly  labor 
rate,  assuming  a  20  per  cent  labor 
cost,  would  mean  only  a  2  per  cent 
increase  in  selling  price  to  assure 
the  same  profit  per  square  foot.  It 


HVhai  fr/ll  your  saiesmen 
SELL  this  year? 


Are  current  sliortages.  of  niaterials  jeopardizing  >our  bu.-iness? 
Are  \ou  seeking  a  profitable,  permanent  busines.",  in  wbich  sujipiies 
are  unlimited]:'  Do  )ou  want  to  bandle  a  ])roduct  that  is  profitable 
at  all  times— in  war  or  in  peace? 

If  )ou  are,  and  if  )ou  are  financially  stable ...  ba\e  a  good 
community  reputation  ...  and  are  willing  to  take  on  a  full-time 
business,  here  is  a  real  oj)portunity. 

The  Eagle-l’icher  Company,  manufacturer  of  nationally  famous 
Eagle-l'icber  Mineral  Wool  Insulation,  offers  a  limited  number  of 
exclusise  contractor  franchises.  Offers  these  francbi.»es  now  ...  at 
a  time  when  our  already  successful  contractors  are  entering  what 
should  prove  to  be  their  most  profitable  year. 

Threats  of  fuel  shortages  make  insulation  particularly  easy  to  sell. 
And  this  business  enjoy  s  a  very  enviable  position  in  view  of  current 
credit  restrictions  on  many  other  consumer  products. 

An  Eagle-l’icber  Home  Insulation  Franchise  means  that  you  get 
your  own  assigned  sales  territory.lt  means  that  you  are  the  contrac¬ 
tor  for  a  nationally  advertised  product  that  is  a  basic  need  in  our 
economy.  And  it  means  that  you  are  furnished  hard  hitting,  effective 
merchandising  programs,  aggressive  advertising  and  sales  promo¬ 
tion  campaigns  plus  the  reputation  of  a  nationally  known  company 
with  a  respected  name  in  home  insulation. 

ft  rile  today  for  complete  information  on  profit  oppor¬ 
tunities.  Address  your  letter  to  the  Building  Insulation 
Department. 


Ea 

WCHER 


THE  EAGLE-PICHER  SALES  COMPANY 

American  Building,  Cincinnati  (1),  Ohio 


i.s  our  opinion  that  insulation  could 
be  sold  in  volume  at  sukstantially 
higher  prices  than  are  now  being 
quoted. 

A  comparison  of  actual  Profit 
and  Loss  Statements  of  insulation 
contractors  and  other  organizations 
.selling  similar  specialties  has  prov¬ 
en  that  the  insulation  business  of¬ 
fers  a  higher  percentage  of  net 
profit  than  the  other  businesses. 

6.  Adequate  financing  should  be 
available  for  residential  .sales.  Un¬ 


der  Regulation  W,  mineral  wool 
insulation  enjoys  the  most  liberal 
financing  terms.  Insulation  can  still 
be  sold  for  10  per  cent  down  with 
30  months  to  pay.  If  a  real  fuel 
shortage  develops,  there  is  always 
the  possibility  that  our  Government 
will  see  fit  to  encourage  home  own¬ 
ers  to  insulate  by  offering  even 
more  liberal  financing  arrange¬ 
ments. 

7.  Sales  manpower  should  be 
{Continued  on  Page  34) 
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book"  of  the  information  you 
must  have  at  your  fingertips, 
but  you  can’t  expect  it  to  do 
your  selling  for  you.  There  is 
no  substitute  for  a  strong 
verbal  pre.sentation  —  pep¬ 
pered  with  facts  —  dynam¬ 
ically  illustrated  —  persua¬ 
sively  told. 

Do  you  give  your  product 
“moral"  support’/ 

Do  you  lean  too  heavily  on 
tired  old  coined  phrases  that 
can’t  support  the  weight  of 
your  .selling  job’/  It  is  up  to 
you  to  build  company  tradi¬ 
tion  —  to  tell  the  story  of 
your  firm  as  well  as  its  ]»rod 
nets  —  to  get  your  customer 
to  believe  in  your  comimny 
just  as  you  yourself  believe 
in  it. 

Is  your  product  displayed 
“front  and  center”? 

This  means  not  only  display 
in  the  technical  .sen.se  in  your 
company  disjjlay-rooms,  but 
the  kind  of  display  methods 
you  carry  with  you.  \'()ur 
product  must  be  “on  stage" 
all  the  time  —  not  only  stat¬ 
ically  in  a  display  room,  but 
by  pre.sentation  of  literature 
and  samples  throughout 
every  .sales  talk.  A  strong 
.sales  talk  is  ea.sy  on  the  ears 
—  but  it  is  frequently  the 
“eye  appeal”  of  the  product 
that  actually  decides  the  cu.s- 
tomer.  Good  samples  —  plen¬ 
tiful  .samples  —  colorful  lit¬ 
erature  —  all  presented  as 
clinchers  to  the  .sales  talk  — 
are  invaluable  aids  that 
should  readily  be  called  upon. 
Do  you  demonstrate  prop¬ 
erly  ? 

Demonstrations  of  your  prod¬ 
uct,  pre.sentation  of  printed 
material,  anecdotes,  both 
printed  and  verbal  back-up  at 
the  time  of  .sale  —  all  the.se 
should  be  brought  into  force 
for  powerful  selling. 

Do  you  have  a  stock  of  ex¬ 
amples  of  “product  in  use”? 
Can  you  point  out  to  custom¬ 
ers’  outstanding  installations 
{Coni'inued  on  Pape  36) 


RA'AI 


LivtRS'Dt 
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Is  To  1"0' 


CUSTOM 


LEXINGTON 


B.  B.  LESSAM  &  ASSOCIATES 


2917  Carnegie  Ave.,  Cleveland  15,  Ohio  National  Sales  Distributor  Phone:  superior  1-5800 


'^DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Immediate  Shipment  —  lowest  Prices  •  Ask 
About  Kaiser  Shade  Screening  in  Aluminum 
Frames— Keeps  Rooms  Up  to  20  Degrees  Cooler! 


138  HIGHLAND  STREET  •  PORT  CHESTER,  N.  T, 
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DRAFTITE  GASKET 

for  metal  casement  windows 

MAKE  MONEY 
THIS  SUMMER 

»iili  DRVmiK  (>\SKKI  -  for 
iiu'i.il  c.isfiiifiil  ttiiiilows  —  Seiiire 
|)His|KTls  tor  Stonii  Windows  It  IfcKirs 

—  iiisiilalioii  —  Rfoiorleling  —  Win¬ 
dow  StiviriiiK,  cli.  Ihc  oncd  sr-aliiig 
lij>  on  DKVKIIIK  (.  \SKKI  -  st-als 
oiil  high  winds— rain— snow —s<M(l—riost 

—  (hall-.  I  Ik-  inside  leg  on  l)K  VK- 
I  I  I  f  (.  \SKK  I  —  insniaies  the  iiiclal 
lo  iiielal  coiiud  iK'iwi-rn  die  stationary 
tiunie  and  the  hinged  vent  o|H'ning. 
(  (Hilei  ill  sniinnei  —  W  anner  in 
winlei  —  'aves  on  fuel. 

DEALERS— 

Sompic  friol  order  for  averoge  size  home 
SIO  OO  RETAILS  —  SIS  00,  installed  S30  00 
Sotisfoction  guoranteed  or  your  money  bock. 
Send  check  or  money  order  for  SIO.OO. 

DRAFTITE  PRODUCTS  (0. 

6  Canterbury  Drive 
Dayton  9,  Ohio 

C  STRIBUTORSHtP  AVAILABLE  IN  SOME  AREAS 


MILES  AHEAD  of  PUTTY 


ffouse-to-ffouse 
Salesmen  Reaping 
Rich  Harvest 

A  foot-in-the-door  means  money 
j  in  the  pocket  these  days.  Door-to- 
door  .salesmen,  including  a  large 
■  number  of  live  awning  represent¬ 
atives  who  racked  up  high  sales 
last  year,  are  setting  an  even  fa.ster 
pace  so  far  this  year.  The  vice- 
;  president  of  a  large  electric  ap¬ 
pliance  concern  which  has  .about 
12,000  bell-pushers  out  selling  its 
goods,  .states  that  his  company’s 
volume  of  sales  is  running  double 
that  of  pre-war.  Said  this  official: 
“In  times  when  employment  in 
other  lines  is  hard  to  secure  we 
find  that  it  is  easier  for  us  to  obtain 
additional  selling  manpow’er  and 
this  being  the  case  our  .sales  in¬ 
crease.” 

Another  concern,  .selling  vacuum 
cleaners  door-to-door  had  sales  of 
$14,880,000  la.st  year,  an  increase 
of  .36  per  cent  over  1947.  During 
the  first  quarter  of  this  year,  sales 
were  12  per  cent  above  the  same 
quarter  of  the  preceding  year. 

A  large  tea  company,  employing 
over  3,000  house-to-house  sales¬ 
men,  reports  its  sales  for  the  first 
quarter  of  this  year  as  being  15  per 
cent  higher  than  was  the  case  dur¬ 
ing  the  same  period  of  1948. 

Dozens  of  other  large  companies 
employing  hou.se-to-house  salesmen 
report  similar  healthy  gains  in 
-ales.  While  it  is  true  that  there  is 


Handle 
this  Wonder  Compound 

^  Unlike  putty,  Armstrong's  3T  dating  Com¬ 
pound  is  ILASTIC.  Never  gets  rock-hord. 
Won't  crock,  crumble  or  chip  off  in  service 
Provides  LASTING  protection. 

^  Ineupensive  33  works  equolly  well  on  either 
wood  or  metal  sosh,  eliminoting  the  need  for 
you  to  carry  two  grodes  of  putty. 

^  Sell  33  and  you  reduce  inventory,  require  less 
shelf  space,  MAKE  MORE  on  every  sole.  If 
your  tobber  con't  supply  you,  write  our  neorest 
plont  for  FREE  somple. 

The  ARMSTRONG  CO. 

Detroit  17  Chicago  9  Dallas  1 

721  South  4th  Street,  Richmond,  California 
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a  readjustment  going  on  in  busi¬ 
ness  in  general,  people  .still  have 
money  to  spend  and  will  spend  it  if 
properly  approached.  That’s  why 
the  door-to-door  .salesmen  are  meet¬ 
ing  with  .so  little  sales  resi.stance 
from  those  prospects  they  contact. 

Mineral  Wool 

(Continued  from  Page  33) 
(ivaihtble.  Never  in  the  hi.story  of 
the  mineral  wool  busine.ss  has  the 
prospect  of  develojjing  a  large  num¬ 
ber  of  good  insulation  .sales  engi¬ 
neers  been  .so  bright.  In  the  pa.st 
several  years,  specialty  salesmen, 
many  of  whom  could  qualify  as  in¬ 
sulation  sales  engineers,  have  l>een 
attracted  to  the  new  post  war  items 
in  large  numbers.  Many  of  the.-'e 
.same  men  are  now  .seeking  a  prod¬ 
uct  which  will  be  available  in  large 
quantity  in  a  war  economy.  These 
men  will  be  as  quick  to  recognize 
the  advantages  of  insulation  as  are 
the  owners  of  specialty  sales  busi- 
ne.sses.  During  the  last  war,  insula¬ 
tion  sales  engineers  were  recog¬ 
nized  as  contributing  sub.stantially 
to  the  war  effort.  In  most  ca.ses, 
they  had  no  real  trouble  obtaining 
sufficient  ga.soline  and  in  some  cases 
were  actually  given  deferments  by 
our  draft  boards. 

Ideal  Salesman 

(Continued  from  Page  20) 

Can  you  figure  out  just  where 
and  when  sales  can  best  be 
made.  Sales  imagination 
means  ability  to  visualize  a 
.sales  program  and  spearhead 
it  into  action.  An  imaginative 
—  and  capable  —  .salesman 
creates  his  own  .sales  plans. 
He  does  not  have  to  be  told 
step-by-step  what  path  to  fol¬ 
low. 

3.  Do  you  give  your  product 
“word  of  mouth”  support’/ 
Have  you  ever  been  guilty  of 
depending  on  your  literature 
to  relay  your  .sales  mes.sage’/ 
The  literature  is  important  to 
back  you  up  in  your  sales  pre- 
.sentation  —  it  is  a  “source 
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must  be  avoided.  Too  often  the 
sales  manager  either  forces  all  new 
men  to  adhere  to  his  methods  so 
closely  that  the  man  must  change 
his  entire  personality  and,  there¬ 
fore,  is  not  successful  when  he  is 
left  on  his  own. 

On  the  other  hand,  to  avoid  this 
pit-fall,  many  experienced  men  are 
afraid  to  give  the  new  salesmen 
actual  word-for-w'ord  procedures. 

The  salesman  must  be  taught  the 
principles  such  as  how  to  arouse 
interest,  how  to  demonstrate,  how 
to  clo.se,  etc.,  while  allowing  him 
full  freedom  to  utilize  his  own 
words  and  gestures  in  accomplish¬ 
ing  these  things. 

— Ky  I-.nthusiast 


choice  examples  of  successful 
installations  —  and  using 
them  to  illustrate  points  in 
your  .sales  talk. 

8.  Do  you  capitalize  on  Icxral 
events  ? 

Do  you  create  favorable  sit¬ 
uations  and  conditions  which 
expand  your  sales  opportu¬ 
nity  ?  Do  you  tie  in  your  prod¬ 
uct  with  such  events  as  local 
contests,  promotional  cam¬ 
paigns  and  seasonal  activi¬ 
ties? 

The  .sales  pointers  listed  above 
—  if  u.sed  faithfully  and  consist¬ 
ently  —  should  result  in  “good 
luck”  in  the  form  of  good  .sales. 


Good  Salomon  are 
Made  by  Good  Training 

The  new  man  must  be  made  to 
understand  that  the  sales  methods 
of  your  company  have  been  prov¬ 
en  successful  and  that  if  he  will 
follow  them  closely,  he,  too,  may 
be  successful.  Why  should  he 
spend  weeks  or  months  “muddling 
through”  before  he  learns  from 
bitter  experience  that  one  does  not 
ask  the  customer  “Do  you  want 
it?”  but  rather  “When  do  you  want 
it?”  “How  do  you  want  it?” 
“Where  do  you  want  it?”  etc. 

The  salesman's  job  is  to  follow 
your  methods  but  he  cannot  do  this 
unle.ss  you  have  thoroughly  trained 
him  in  those  methods.  When  .1 
salesman  is  not  succes.sful,  it  is  not 
he  who  is  at  fault,  but  you.  Either 
you  have  not  hired  the  right  man, 
you  have  not  trained  him  properly, 
or  you  have  carelessly  supervised 
his  efforts  after  his  training. 

There  are  two  common  mistakes 
in  the  training  of  a  salesman  which 


/  Send  Us  Your  Suggestion! 

/  What  do  you  consider 

^  good  items  for 

/  Specialty  Dealers  in  a 

^  period  of  shortages? 

/  BUILDING  SPECIALTIES 
(  425  4th  Ave.,  N.  Y.  16,  N.  Y 


Ideal  Salesman 

(Continued  from  Page  35) 


of  your  product  in  u.se  —  an- 
customer  experiences.  One  of 
your  mo.st  powerful  .selling 
weapons  is  in  bringing  out 


Your  business  will  have 
a  better  chance  to  flourish 


promises  this  great  new 
business  guide  by  J.  K.  Losser 


Now.  J.  K.  La.sser  has  written  a  new  guidebook 
especialiy  for  proprietors  and  operators  of  small 
stores,  factories,  and  service  companies  that 
shows  how  to  seil,  manufacture,  operate — handle 
all  parts  of  your  business  better.  In  it.  you  vi  ill 
find  an  amazing  list  of  do's  and  don'ts— ideas, 
methods,  pointers,  to  help  the  small  business¬ 
man  not  only  stay  in  business,  but  also,  more 
important,  make  a  satisfactory  profit. 


non-hardening, 
non-staining... 
adheres  to  any 
surface 


HOW  TO  RUN 
A  SMALL  BUSINESS 


By  i.  K.  Losser,  C.P.A. 

Adjunct  Prof,  of  Taxation,  Chairman,  Institute 
on  Federal  Taxation,  N.Y.l’. 

350  iwges,  6x9,  $3.95 
I  his  iKMik  is  a  valuable,  realbtic  guide  to 
sound,  profitable,  enduring  business  man¬ 
agement.  In  I.asser’s  uell-known,  direct 
style,  you  are  shown  not  only  w/iat  to  do 
but  also  wfiat  not  to  do.  'I'he  l>ook  points 
out  guiding  fundamental.s  of  good  prac¬ 
tice.  and  just  as  {Kisitively  indicates  bow 
to  avoid  making  the  mistakes  others  have 
made.  Covers  marketing,  planning,  financ¬ 
ing.  accounting,  operation,  and  control  — 

Croviding  tested  techniques  from  business, 
irge  and  small. 


1 3  sections  provide 
scores  of  ideas  on: 

•  how  to  build  for  profits 
•how  to  control  your 

business  through  accu* 
rate  records 
•how  to  avoid  fraud  by 
employees  and  custom¬ 
ers 

•  how  to  finance  your 
business 

•  how  to  buy  an  estab¬ 
lished  business 

•  how  to  operate  a  store 
most  efficiently 

•  how  to  make  profits  on 
wholesaling,  etc. 


ALBAR  PAINT  A  VARNISH  CC 

fAmnofmetyrert  of  Tochnkol  Pro4«Ktt 
2612*26  N.  Mortho  Stroot  *  Philodolphia  25,  Pa. 
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TESTS  PROVE 


1.  REDWOOD  is  one  of  the  world’s  finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as  fast  as  thru 
REDWOOD! 

3.  Heat  flows  thru  aluminum  1160  times  as  fast  as 
thru  REDWOOD! 

4.  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkage  and  swelling  than 
concrete! 

5.  REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  the  world’s  most  durable  woods-! 

6.  REDWOOD  DEALERS  show  a  greater  percentage 
of  profit  per  dollar  of  merchandise  sold. 

manufacture  four  different  styles  of  redwood  windows.  You 
will  be  surprised  at  the  low  price  and  high  quality  of  our  most 
popular  seller. 

Send  $5.00  for  a  sample  and  prove  to  yourself  that  you  can 
make  more  money  selling  Redwood.  All  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Lists 
Delivery  Anywhere 

THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  52615 


B.  S.  Reporter 

{Continued  from  Page  24) 

Chemical  Company,  producers  of 
the  saran  filament  from  which 
Lumite  is  woven,  will  run  supple¬ 
mentary  campaigns,  carrying  men- 
tion.s  of  Lumite  .screening. 

*  « 

National  Homes  Income 
Hits  Record  High 

Sales  and  earnings  of  National 
Homes  Corp.,  the  nation’s  largest 
manufacturer  of  itrefabricated 
houses,  reached  new  record  high 
levels  for  the  six  months’  period 
ending  December  31,  1950,  James 
R.  Price,  president,  announced  re¬ 
cently. 

Operations  for  the  first  six 
months  of  the  corporation’s  fi.scal 
year  produced  sales  of  $15,934,421, 
an  increa.se  of  127  per  cent  over  the 
.sales  of  $7,020,763  for  the  .same 
period  last  year  —  and  approxi¬ 
mately  one-half  million  dollars 
higher  than  for  the  entire  fi.scal 
year  ended  June  30,  1950. 

*  ♦  ♦ 

FHA  Opens  Office 
At  Fargo,  N.  D. 

Due  to  increased  FHA  volume 
of  insured  loans  in  North  Dakota, 
Commi.ssioner  Franklin  D.  Rich¬ 
ards,  Federal  Housing  Administra¬ 
tion,  today  announced  the  FHA  is 
e.stablishing  an  insuring  office  to 
be  located  at  Fargo.  Commi.ssioner 
Richards  also  announced  the  ap¬ 
pointment  of  John  Ny.stul  of  Fargo, 
effective  April  10,  as  State  Director 
for  North  Dakota.  It  is  expected 
that  the  office  will  be  opened  on  or 
about  May  1  next.  Heretofore  there 
has  been  a  valuation  office  at  Fargo 
which  has  operated  under  the  juris¬ 
diction  of  Di.strict  Director  N.  I. 
Blegen  in  Sioux  Falls,  South  Da¬ 
kota. 

*  *  « 

Stuart  M  Jones  Named  VJ’.  for 
N.  Y.  Wire  Cloth  Company 

Louis  D.  Root,  President  of  the 
New  York  Wire  Cloth  Company  of 
New  York  City  and  York,  Pennsyl¬ 
vania,  manufacturers  of  wire 


.screening,  announces  the  appoint¬ 
ment  of  Stuart  M.  Jones  as  Vice- 
President  in  Charge  of  Sales  for 
Durall  Aluminum  Tension  Screens, 
Aldura  Aluminum  Screening,  Lib¬ 
erty  Bronze  Screening,  and  Opal 
Galvanized  Screening.  He  succeeds 
Wilson  F.  Barnes,  who  retired 
June  30. 

Mr.  Jones  joined  the  New  York 
Wire  Cloth  Company  in  1940.  He 
was  promoted  to  General  Sales 


Manager  in  1946.  During  World 
War  II,  he  served  three  years  in 
Wa.shington  as  the  wire  screening 
consultant  to  the  War  Production 
Board.  Mr,  Jones’  experience  in  the 
wholesale  screen  cloth  trade  totals 
19  years.  Prior  to  his  association 
with  the  New’  York  Wire  Cloth 
Company,  he  was  Assistant  to  the 
President  of  the  Hanover  Wire 
Cloth  Company, 

(Continued  on  Page  40) 
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COAT 


PROCESS 

, ,  .  coats  aluminum  or  steel  by  the  mile. 
Produces  a  finish  that  will  not  crack, 
craze,  chip,  peel  or  chalk.  Outlasts  all 
others  in  scientific  Weatherometer  tests. 

W»  alto  do  forming, 
tiitting  and  shearing 

NOTE:  Wf  cannot  guarantee  an 
inexhaustible  supply  of  either 
steel  or  aluminum.  However,  we 
can  guarantee  100%  service  in  pro- 
cessing  and  coating  vour  metal. 
Since  metals  are  scarce,  put  yours  to 
the  best  use.  Give  them  the  best  posst* 
ble  coating  and  make  the  best  possible 
profit. 

Ask  for  detail* 

AltOW  METAL  PRODUaS  Corp. 

ThM  AvaniM,  N.  J. 

PamptOM  lakes  7-mO 


Greatest  nome  in 
combinotion  windows  ond  doors 
.  .  first  choice  of  coreful  buyers 

COMBINATION 
100%  Extruded 
ALUMINUM 

STORM 
& 

SCREEN 
DOOR 


Avoiloble 
with  or 
without 
decorotive 
grille 
insert 


JASCO 


ALUMINUM 
PRODUCTS  CORP. 

FleMstone  7-1658 

Nasuu  Ttrminal  Rwd.  NEW  HYDE  PARK.  L.  I. 


HOW  TO  DO  //■ 


Making  a  Simple  Level 

You  can  ea.sily  convert  your  steel 
square  into  a  combination  level  and 
steel  square  by  doing  as  indicated 
in  the  sketch  herewith.  When  the 
plumb  bob,  suspended  as  shown, 
points  to  the  mark  indicated  the 
vertical  thread  being  parallel  with 
the  vertical  leg  of  the  square — then 
the  surface  is  level,  or,  the  upright 
is  plumb. 


You  will  find  this  device  to  be 
e.xceedingly  sensitive,  even  more 
sensitive  than  the  regular  bubble 
level.  This  w'riter  has  been  using 
his  long  enough  to  know  that  it 
gives  more  accurate  results  than 
his  bubble  level. 

— W.  F.  Schaphorst,  M.E. 
*  «  * 

Rust  on  Shingles 

Q. — How  can  I  remove  rust 
stains  from  asbestos  shingles?  The 
rust  from  the  mailbo.x  .stained 
them.  C.  P.  Amityville. 

A. — There  are  .solutions  on  the 
market  made  expressly  for  the  re¬ 
moval  of  iron  rust  and  copper 
stains  from  asbestos  shingles. 

This  solution,  or  a  five  per  cent 
.solution  of  phosphoric  acid  or  a 
two  per  cent  solution  of  oxalic  acid, 
followed  by  a  rin.se  w'ith  clear  water 
after  application,  will  remove  iron 
rust  stains. 

In  using  the  prepared  cleaner,  or 
the  acids  mentioned,  the  use  of 
rubber  srloves  is  recommended. 


Woodwork,  shrubbery  and  flower 
jdanting  should  be  protected  and 
any  .solution  or  acid  dropped  on 
•same  should  be  immediately 
washed  off  with  clear  water. 

«  *  * 

"Efflorescence"  On 
Masonry  Walls 

Q. — What  is  the  whitish  sub¬ 
stance  .sometimes  found  on  ma- 
.sonry  walls? 

A. — This  is  “efflore.scence”  and 
is  cau.sed  by  .soluble  .salts  in  the 
masonry  washing  out  through  the 
joints.  It  frequently  indicates  that 
moisture  is  penetrating  the  brick 
or  stone.  To  correct  the  trouble, 
consult  a  ma.sonry  contractor. 

♦  *  « 

Prevent  Ladder  Slipping 

When  a  person  standing  near  the 
top  of  a  ladder  reaches  out  to  either 
side,  the  ladder  tends  to  .slip.  This 
.safety  precaution  is  suggested  by 
American  Builder  magazine: 


Drive  finishing  nails  in  the  lad¬ 
der  as  shown  in  the  sketch.  Cut  off 
the  nails  Ys  inch  from  the  face  of 
the  wood  and  file  the  ends  to  sharp 
points.  When  the  ladder  is  placed 
against  a  wall,  the  nails  will  dig  in 
enough  to  keep  the  ladder  from 
slipping  but  not  enough  to  mar  the 
surface  objectionably. 


BISCAY 

BLUE 


GARDEN 

GREEN 


C-THRU  ALUMINUM  AWNING  CO.  •  424  W.  11th  ST.  •  LOS  ANGELES  15,  CALIF 
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Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  . . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  . . .  see  how  YOU 
can  cash  in  on  this  sure-fire  sales  item! 


LIGHT 


C-THRU'S  anginaarml  leuvari 
keep  th*  tun  away  from 
your  window!,  and  allow* 
compUt*  air  circulation.  Na 
d«od  air  pockatt  maoni  lam- 
paralurn  lowarad  at  much 
at  17  dograat. 


C>THRU'S  patanttd  curvtd 
louvtrt  br*ak  up  harth,  out- 
tid*  light  which  (ntart  your 
room  toft,  glarolott  and  dif- 
futod.  No  moro  droory 
roomt  with  thit  oxclutivo 
footuro. 


Available  in  30  standard  sizes 
and  7  color  combinations. 


JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 


j  Ulfc  • 


Doming 

SOON! 

A  NEW 
PRODUCT  BV 


•Jle*  Firt«„ 

"  HagMziiit! 


B.  S.  Reporter 

(Continued  from  Page  37) 

Kontile,  Inc.  to  Be  New  Nome 
Of  David  E.  Kennedy  Co. 

David  E.  Kennedy,  Inc.,  the  na¬ 
tion’s  largest  producer  of  asphalt 
tile  and  cork  tile  floor  and  wall 
covering,  has  changed  its  name  to 
Kentile,  Inc.,  it  was  announced  by 
David  O’D.  Kennedy,  the  firm’s 
president. 


BUILDING  SPECIALTIES 


F.  E.  SCHUMACHER  HARTVILLE,  OHIO 


LErS  STAY  IN  BUSINESS 


Introducing  the  Finest  California  Redwood  Combination  Window  on  the  Market! 

8  BIG  FEATURES: 

Aluminum  Sash  Slides 

Self  Storing 

$12.50 

Fits  Any  Opening  Without  Trimming  It 

Any  Size  Window 

Overlap  Construction 

K  D 

Completely  Weather-Proofei 

Beautifully  Designed 

$6.75 

Sturdily  Built 

•  Easy  Sales! 

Prompt  Delivery 

•  Greater  Profits! 

IMVEMTORY  SPECIALS 
ALUMINUM  DOORS  $29.50 

World's  Strongest,  Most  Beautiful  Combination  Aluminum  Door 
COMPO-CHALLENGER 
ALUMINUM  COMBINATION  WINDOWS 
K.  D.  All  Sizes  $8.00 


Write,  Wire  or  Phone  Today 

COMPO-MIRACLE  PRODUCTS  CO. 


15221  West  Eleven  Mile  Rood 

Phone:  Lincoln  2-7656 


Berkeley,  Michigan 


Jordon  4-5944  —  Jordan  4-5907 


r  NEW  FOUR-PIECE  ^ 
COMBINATION  WINDOW 


Omtlgntd  to  fit  any  $tandard 
opcniny  without  planing  or 
trimming  ...  3  sath  t«c- 
tlent,  1  tcraan  (•ctien  and 
univartol-fittlng  evarlop 
from*.  All  units  Inter- 
changeable,  easy  to  clean, 
light  te  handle,  completely 
burglar-proof.  SCHU¬ 
MACHER'S  special  merchan¬ 
dising  plan  Includes  the 
supply  of  full  1  Vs"  ^nn- 
derese  Fine  or  Redwood 
cembinatien  deers  with 
your  REOOY-FIT  orders  .  .  . 
with  3-week  delivery. 
Write  for  details. 


74e  F.  E.  SCHUMACHER  /fa.,  HARTVILLE,  OHIO 
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Hints  To 
SALESMEN 


TIPS  TO  SALESMEN 

(The  foilowing  is  a  continuation  of  George 
Kellogg's  description  of  winter  sales  methods 
for  the  specialty  salesman.  The  first  part 
of  this  appeared  in  the  Dec.  1950  issue.) 

I  DECRY  the  salesman  that  walks 
around  with  a  loudly  colored 
mackinaw,  heavy  shoes,  and  when 
he  walks  up  to  a  dimr  the  lady 
thinks  that  he  is  the  man  that  has 
come  to  chop  down  the  tree  in  the 
hack  yard.  You  will  find  that  dur- 
in>j  these  cold  winter  months  people 
are  isolated  a  K<M>d  hit  in  their 
homes  hy  cold  and  snow,  and  they 
are  more  inclined  to  let  you  in, 
w  hich  Rives  you  a  priceless  oppor¬ 
tunity  to  Ret  the  measurements  of 
the  house  windows,  thus  cuttinR 
your  work  by  that  much  when  you 
make  the  call  that  eveninR  to  dem¬ 
onstrate  your  product. 

*  * 

I  remember  the  situation  in 
Minneapolis,  Minnesota,  last  win¬ 
ter  where  temperatures  were  as 
low  as  forty  degrees  heloio  zero, 
and  salesmen  by  making  calls  and 
dressing  for  the  winter  weather 
consistently  made  sales;  for  those 
salesmen  in  that  territory  believe 
that  a  storm  irindow  is  more  apt 
to  be  sold  in  bitter  cold  weather 
than  in  warm  weather  because 
winter  conditions  are  ideal  for  the 
selling  of  that  storm  window.  ' 

Sure  it  will  be  tough! 

Sure  it  will  be  cold! 

*  *  « 

Sure  you  miRht  have  to  quit 

canvassinR  after  an  hour  and  run 
and  Ret  a  hot  cup  of  coffee!  How¬ 
ever,  believe  me  Brother  Storm 
Window  Men,  I  will  bet  a  nice 
.$.'15.00  hand  painted  necktie  that 
if  you  “work”  at  this  “COLD 
WAR  PLAN,”  you  will  make  at 
least  eiRht  sales  per  each  and  every 
cold  month.  I  know’  that  you  can 
use  this  kind  of  money  in  January, 
February,  and  March. 

(To  Be  Continued  in  April) 


WIN-JAL 


VENETIAN 

WINDOWS 


1.  Use  WIN-JALS  to  build  extra  rooms, 
enclosed  porches,  in  kitchens  and 
bath  rooms. 

2.  Use  them  as  primary  windows. 
3.  Full  picture  vision 
5.  Easy  crank  operation. 


4.  Fully  insulated. 

6.  Draft-,  dirt-,  and  water-free. 


The  Combination 

Window  That  Means  Faster 

Sales  —  Easier  Installation! 


HERE'S  ALL  YOU  NEED 
TO  ASSEMBLE  WINSULITE 
WINDOWS  > 


WINSULITE  MFG.  CO. 

717-29  N.  Central  Ave.  Phone:  EAStern  6868  Baltimore  2,  Md. 


|3j2£milUJ  Triple  Track 
—Combination  WINDOWS 

Sales  come  eosy  with  EXCELUM  windows  be* 
cause  you're  selling  top  quality.  Engineered 
from  the  finest  extruded  aluminum,  they  have 
eliminated  service  calls.  Sales  resistance  melts 
when  you  show  EXCELUM's  exclusive  features 
ond  rigid  construction. 

“Cxcelum  ^ALUMINUM  DOORS 

Writ,  tor  Dotalh  ut  Out  DMrIbutor  KO  HAM, 
txdtnivo  TortHortoM. 

Jamaica  Sash  &  Door  Co.  « ” 
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BUILDING  SPECIALTIES 


THE  l^/ICOl  IMISIHLE 


COMBINATION 
STORM  &  SCREEN 
WINDOW 

•  a  double  hung  two  sliding  sash  made 
of  Western  Ponderosa  and  Sugar  Pine 
treated  with  WOOD  LIFE,  a  toxic  water 
repellent  which  reduces  shrinking,  swelling, 
decay  and  termite  action. 

•  metal  weather-stripped 

•  furnished  with  prime  coat  of  white  paint, 
or  unpainted  at  your  option. 

•  easy  installation  —  it  takes  only  10  min¬ 
utes  to  install. 


Telepheme:  Dealership  Inquiries  Invited! 

KEawood  1-7180 

GEORGE  W.  TRAPP  C:OMPAT¥Y 

26015  GLEIWALE  DETROIT  23,  MICmGAIV 


INSULATES!... 

WATERPROOFS! 


PARALASTIC  CAULKING  COMPOUND  gives  outstanding  protection 
because  it  seals  perfectly.  It  will  not  chip,  peel  or  cracki 
PARALASTIC  is  easy  to  apply:  Controlled  consistency  assures  smooth 
working  characteristics.  For  all  around  satisfaction  every  time  .  .  .  use 
PARALASTIC.  Try  if .  .  .  you'll  like  it. 

COLORS:  Brilliant  White,  Gray,  Green,  BufF,  Red,  Black,  Natural  .  .  .  and 
NOW  .  .  .  ALUMINUM:  FOR  PERFECT  AAATCHING  WITH  ALUMINUM 
WINDOWSI 


WRITE  FOR  FREE  GUN  OFFERl 


Sold  by  leading  jobbers 
(A  few  territories  still  open) 

*«»«.  us.  ^or.  Off. 

H  IT  ISN'T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


122  lAST  42n(l  ST..  NEW  YORK  17,  N.  Y. 


Great  New  Era  of 
Rebuilding  Seen 

The  1950’s  will  see  the  begin¬ 
ning  of  a  great  new  era  of  rebuild¬ 
ing  in  this  country,  James  M. 
Ashley,  former  president  of  the 
Producers’  Council,  national  organ¬ 
ization  of  building  products  manu¬ 
facturers,  stated  recently. 

“Older  homes,  indu.strial  plants, 
commercial  buildings,  and  farm 
structures  will  be  replaced  at  an 
unprecedented  rate  by  newer,  more 
convenient,  and  more  efficient  struc¬ 
tures  during  the  decade  which  lies 
ahead,”  Mr.  Ashley  said. 

“More  than  13,000,000  or  about 
one-third  of  our  housing  supply  is 
40  years  old  or  older,  and  many  of 
those  homes  will  disappear  in  face 
of  the  competition  presented  by  the 
far  more  livable  and  desirable 
homes  being  built  today  with  new 
and  improved  materials  and  equip¬ 
ment. 

“Nearly  4,000,000  or  about  10 
per  cent  of  all  existing  homes  were 
built  60  or  more  years  ago,  or  prior 
to  1890,  and  even  though  they  have 
been  modernized  from  time  to  time 
they  still  lack  many  of  the  features 
which  have  become  standard  equip¬ 
ment  in  the  lower-cost  homes  being 
built  at  the  present  time. 

“In  the  past,  older  homes  have 
been  removed  from  the  national 
housing  supply  at  an  average  rate 
of  only  about  40,000  units  a  year. 
That  rate  is  certain  to  be  stepped 
up  sharply  in  the  future.” 
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Four  Pointers  To  More  Business 


YOU  NEED 


MORE  SALES— 

Are  shortages  cutting  down  your 
soles  volume?  You  con  increase 
those  drooping  soles  by  adding 
more  items  to  your  present  line  of 
products. 


Fill  in — Tear  off — and  Mail 

March,  1951 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  items  checked. 

□  Aluminum  Combination  Doors 

□  1  &  2-Track  Aluminum 

Comb.  Windows 

□  Triple  Track  Aluminum  Combinations 


HAPPY  SALESMEN— 

Now  is  the  time  to  odd  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
sales  force  intact  bv  giving  them 
more  products  to  sell. 


MORE  PROFITS— 


It's  not  the  price  that  counts  so 
much  as  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  right  will  yield  plenty  of 
profit  for  you ! 


NEW  ITEMS— 


□  Plastic  Awnings 

□  Fixed  Metal  Awnings 
n  Metal  Canopies 

□  Wood-Metal  Combination  Windows 

□  Wood  Combination  Windows 

□  Wood  Combination  Doors 

□  Aluminum  Wall  Tile 

□  Shower  Doors  &  Tub  Enclosures 

□  Aluminum  Casement  Screens 

□  Steel  or  Wood  Casement  Screens 

□  Aluminum  Casement  Storm  Sash 

□  Metal  Casement  Storm  Sash 

□  Sprayed  Plastic  Siding 

□  Jalousies 

n  Sectional  Overhead  Garage  Doors 

□  Aluminum  Casement  Combinations 

(Horizontal  Siding) 

□  Metal  Trim 

□  Ornamental  Iron 


<1 


New  products  are  available  now 
that  combine  novelty,  utility,  and 
permanent  value — qualities  that 
attract  customers  and  increase  your 
soles  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


□  Sprayed  Insulation 

□  Caulking 

□  Plastic  Weatherstriping  for  Metal 

Casements 

□  Sheet  Metal  Screws 

□  Aluminum  Coating  Service 

□  Radiator  Enclosures 
n  Glazing  Compound 

□  Mineral  Wool  Insulation 

□  Venetian  Windows 

Other  Items . 

Send  me  Bldg.  Specialties,  12  months, 

$3.00  □ 

Name . . 


March,  1951 
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tory  tests  in  which  almost  every 
condition  of  normal  and  abnormal 
use  was  simulated  to  determine 
j?loss,  fading,  resistance  to  sol¬ 
vents,  moisture,  stains,  abrasion, 
temperature  changes,  sunlight,  and 
impact,  M-67  rated  as  high  or 
higher  than  16  other  like  materials 
upon  which  comparative  tests  were 
made.  In  the  gloss  test  on  M-67,  it 
was  found  that  the  new  plastic 
finish  is  almost  as  smooth  as  plate 
glass,  providing  a  highly  attractive 
surface  and  also  a.ssuring  ease  of 
cleaning. 

*  «  * 

New  Folder  on  Strand 
Garage  Doors 

Strand  all-steel  garage  doors,  in¬ 
cluding  the  new  9'-wide  door  now 
being  produced  for  wider  garage 
openings,  are  described  in  a  new 
16-page  folder  in  two  colors  pre- 
jjared  by  Strand  Garage  Door  Divi¬ 
sion  of  Detroit  Steel  Products  Com¬ 
pany.  It  w'ill  be  available  to  dealers 
for  mailings,  counter  distribution 
and  other  promotion. 

Cover  features  the  new  9'-wide 
door,  which  is  also  fully  explained 
in  a  four-page  spread.  Also  de- 
.scribed  and  illustrated  are  the 
Strand  8'-wide  doors  with  receding 
(track)  type  or  canopy  hardware, 
and  the  16'-wide  door  for  double 
garage  openings  without  a  center 
post. 

A  u.seful  feature  of  the  folder  is 
detailed  information  on  how  to 
build  garage  door  openings,  includ- 
ings  diagrams  and  .specifications 
for  each  type  door  in  both  wood 
frame  and  solid  masonry  construc¬ 
tion. 

«  $  * 

Removable  Wood  Windows 

R-O-W  Removable  wood  win¬ 
dows  operate  by  means  of  an  ex¬ 
clusive  spring  cushion  feature. 
Pressure  from  the  spring  side 
guides  holds  most  sash  in  place 
without  cords,  weights  or  balances. 
R-O-W  windows  remove  by  simply 
pressing  each  sash  to  the  left  so 
that  the  right  side  comes  free  from 
stationary  guide. 

(Continued  on  Page  46) 


BUT  this  beautiful  Double  Rollaway 
Tub  Enclosure  is  a  practical,  "mod¬ 
ern  miracle"  luxury,  within  easy  dollar-reach  of  every  homeowner. 

This  has  been  made  possible  through  the  engineering  research  and  modern 
manufacturing  techniques  developed  in  the  efficient  plant  of  Shower  Door 
Company  of  America,  the  world's  larg¬ 
est  exclusive  producer  of  shower  doors 
and  tub  enclosures. 


or  AMCRICA 

973  PmcMtm  S>f— *,  N.  i. 


WhM  yo«  sdl  "4  STAR"  KiYSTONE  prodwcts, 
it’s  Kin  OR  miHms  chaNi...«Qdi  mstaUnHoiill 
sdk  aRoriitr...prkt  mMts  cmy  compttifioiii- 


///I  t  ti  'n 

K 

E  YSTO 

NE 

A  L 

LOYS  COMP 

ANY 

LATROBfc,  PA. 

wire. 

Phone  or  Mai!  Coupi 

on  NOW! 

•k  Psrmontnt  Construction  k  UsaUt  Footurts 
■k  Distinguishablo  Quality  k  Economy  Prico 

K«yston«  offers  practical  f«atur«i  that  cvstomart  can  r«ad* 
ily  and  appraciat*.  Stvrdy,  bolancad,  cUar  vision  door 
construction  with  full  langth  piano  typ«  hinga  which  olimi* 
notas  mortising.  Door  can  ba  had  with  or  without  jomb. 
S«lf-storing,  TRIPLE  ACTION  Windows  with  spoctal  v«nti> 
loting  louvors.  Adjustabl*  closur*  strip  for  p*rfoct  fitting. 
All  gloss  glozad  in  plastic  for  oosy  raplacamant.  Yas«  low  tn» 
stallotion  cost  plus  no  oftar  haadachas  moons  MORE  PROPITSf 

MOMPT  DILIViRY  •  ASSIMiLV  PLANTS  COAST  TO  COAST 


KfYSTONC  AUOYS  CO 

Noiionol  Soles  Ot<<e. 

leneduflvTreei  lldg .  Pittsburgh  22.  Po. 

Send  compleie  inlwmotion  We  ere  interested  in 
O  Disttibuiorstup  □  OeolerstWg 


Nome. 
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BUILDING  SPECIALTIES 


ECONOMY 
STOCK  RAILS 
MAKE  YOU  MONEY 


WE  CAN  ALSO  FURNISH 
MADE  TO  ORDER  IRON  RAILINGS 
WITHIN  2  WEEKS  AFTER  ORDER 
TO  MAKE  BIG  PROFITS 
WITH  LOW  INVESTMENTS 

WRITE: 

THE  WM.  J.  SAMCOE  IRON  CO. 

917  MILITARY  RD.,  KENMORE  17.  N.  Y. 


It 

Tc 


It  Will  Pay  You 
To  Investigate 

NASH! 


COMBINATION  DOOR 
AND  NEW 

TRIPLE  TRACK  WINDOW 

Established  manufacturer  offers 
new  sliding  type  extruded 
alumimnn  quality  units.  The 
RIGHT  PRODUCT  with  FAST 
DELIVERY  AND  FRIENDLY 
FACTORY  COOPERATION 

INQUIRIES  INVITED  from  K.D. 
Distributors  and  Dealers.  —  Write 
for  complete  merchandising 
program. 

NASHAUIHINUH  WINDOW  CORP. 

Main  Office  and  Mont: 

45  SOUTH  BROADWAY,  LONG  BRANCH,  N.  J. 
Long  Branch  6-5550 

New  Yotk  Branch:  hhiioMphia  Branch: 

57$  Hempstead  Turnpike  lia  N.  American  St. 
Elmeat,  L.  I.,  M.  Y.  Pkilodelphia  Po. 

Flerol  Pert  4-3i20-l  Lombard  5-M74 

BaHImora  Branch: 

PUS  Harford  Road 
■altieMre,  Md. 

•eulevard  2222 


Bldg.  Materials  at 
All  Time  High  in  1950 

Production  of  building  material.s 
and  equipment  has  exceeded  all 
past  records  during  1950  but  will 
fall  well  below  the  new  peak  in  the 
coming  year,  A.  Naughton  Lane, 
president  of  the  Producers’  Coun¬ 
cil,  national  organization  of  build¬ 
ing  products  manufacturers,  stat¬ 
ed  recently. 

“The  extent  of  the  decline  in 
1951  is  unpredictable,  because  no 
one  can  tell  at  this  time  how  far 
defen.se  needs  will  curtail  civilian 
construction.’’  However,  in  some 
lines  the  cutback  in  production  of 
materials  will  be  less  than  the  re¬ 
duction  in  building  volume,  be¬ 
cause  inventories  in  the  hands  of 
producers  and  dealers  have  been 
relatively  low  in  recent  months 
and  will  be  built  back  to  normal  in 
the  fir.st  part  of  the  new  year. 

“It  now  appears  certain  that  the 
limited  supply  of  materials  contain¬ 
ing  .steel,  copper,  and  aluminum 
will  be  the  prime  factor  limiting 
construction  volume  in  1951,  even 
in  the  case  of  housing  where  credit 
controls  have  been  put  into  effect. 

“Industrial,  utility,  farm,  and 
school  con.struction  probably  will 
be  the  brightest  spot  in  the  private 
construction  picture  in  1951,  along 
with  a  high  level  of  repair  and 
modernization  work,’’  Mr.  Lane 
said. 
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New  Products 

{Continued  from  Page  21) 

Cost  of  the  “home  package’’  pre¬ 
sents  a  saving  of  one-third  to  the 
buyer,  who  does  the  installing  him- 
.self.  Engineers  at  Cool  Ray  rede¬ 
signed  their  quality  constructed 
awnings  and  canopies  and  made 
them  available  in  packages  for 
standard  size  windows  and  doors. 

Each  package  contains  complete 
and  simple  illustrated  instruction 
sheets. 

«  ♦  ♦ 

New  Adhesive 

Carl  H.  Biggs  Company,  manu¬ 
facturer  of  the  HELIX  line  of 
industrial  products,  has  announced 
a  new  product:  Bonding  Agent 
R-813.  This  is  a  bonding  agent 
especially  designed  to  seal  and  wa¬ 
terproof  the  joints  and  edges  of 
Formica  sinks,  counters,  table  tops 
and  similar  installations.  R-813  is 
a  special  derivative  of  Bonding 
Agent  R-313  which  is  an  anhydrous 
thermosetting  .sealant  compound 
for  industrial  u.se. 

R-813  can  al.so  be  u.sed  to  bond 
the  metal  edging  to  sides  of  count¬ 
ers,  etc.,  thus  eliminating  use  of 
.screws  and  cutting  installation 
time  considerably.  Where  ordinary 
glue  di.s.solves  under  hot  water, 
R-813  will  .stand  up  to  400°  F. 

♦  ♦  ♦ 

High  Gloss  Plastic 
Finish  on  Monowall 

The  development  of  an  outstand¬ 
ing  new  plastic  finish  for  Mono- 
wall,  predecorated  hardboard  wall 
and  ceiling  panel.s,  has  been  an¬ 
nounced  by  the  Armstrong  Cork 
Company.  The  result  of  more  than 
10  years  of  research  and  develop¬ 
ment,  the  new  finish,  called  M-67, 
makes  Monowall  more  lustrous  and 
more  durable  than  ever  before. 

The  new  plastic  finish  is  unlike 
paint,  lacquer  and  ordinary 
“baked-on”  finishes  in  that  M-67  is 
hardened  by  a  special  manufactur¬ 
ing  process  that  requires  absolute 
precision  in  timing  and  tempera¬ 
ture  control. 

In  each  of  the  rigorous  labora- 


INSULATION 


Spray  Kote 

Acoustical  and  Industrial  Insulation 


^ACCOUSTICAL  CORRECTION 


CONDENSATION  CONTROL 


Offers  You  A 

BIG  BUSINESS 

OPPORTUNITY  NOW 

li  you  are  a  Uva-wire  dealer  intereetad  In  buUdinq 
your  Toluma  to  tremendous  proportions,  SPBAYKOTE 
oilers  you  a  brand  new  product  with  limitless  possi- 
bllities.  There  is  no  product  available  to  you  today 
that  oilers  a  greater  range  oi  prospects,  or  larger 
profit  opportunities,  li  you  want  to  expand,  invest! 
gate  it  today. 


Study  These  Markets: 


lINSULATION: 


^FIREPROOFING 


SprayKote  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  mokes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SproyKote.  This  opens  a 
tremendous  industrial  market  for  applicators.  SproyKote  can  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SproyKote  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  directly  on  any  turfaee  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
- WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 


56-58  CRITTENDEN  ST. 


NEWARK  4,  N.  ). 
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BUILDING  SPECIALTIES 


New  Products 

{Continued  from  Fuye  45) 
Windows  are  removable  for 
washing,  painting,  or  accessibility 
to  storms  and  screens;  window’s 
can’t  stick  or  rattle  even  in  wet 
and  cold  weather  because  of  side 
pressure,  and  windows  cannot 
jamb.  Pressure  adjustments  are 
made  by  simply  tightening  or 
loosening  screws  of  spring  side 
guides.  Made  by  R-O-W  Sales  Co. 


CLASSIFIED  ADVERTISING 


Undar  this  beading  clatsUied  advartisamani> 
are  accepted  at  the  unilorm  rate  ol  25  cenu 
a  word,  but  no  advertisement  token  ior  less 
than  20  words  with  a  minimum  charge  oi 
S5.00:  3  months  at  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy  oi 
Classified  Ad.  Advertisements  solicitating  deal 
ers  or  distributors,  or  new  products  for  sale,  not 
accepted  in  classified  section.  Address  all  eom- 
municcrtlons  to  Classified  Department.  BDUD 
DfG  SPECIALTIES,  425  Fourth  Avanna.  New 
York  le.  M.  T. 


Alloy  Tile  Corp . 

Altico.  Inc . 

.Vncel  Novelty  Co . 

Arlite  Industries,  Inc . 

.\rinstrong  Company  . 

Arrow  Metal  Products  Corp. 


HELP  WANTED 


Sloone-Blabon  Reduces  Price 
On  Asphcdt  Tile  Products 

The  Sloane-Blabon  Corporation, 
manufacturers  of  smooth  surface 
floor  coverings,  has  reduced  prices 
of  its  asphalt  tile  products  to  its 
wholesale  distributors,  C.  J.  Christ- 
overson  announced.  Effective  im¬ 
mediately,  prices  of  the  company’s 
asphalt  tile  line  will  be  reduced 
approximately  three  to  five  percent 
depending  on  grades  and  color 
groups.  Present  prices  for  carload 
quantities  to  flooring  contractors 
remain  unchanged. 


STORM  WI.N'DOW  l.NSL'i.ATIO.N  CONTRAC 
TORS  to  service  our  customers  in  metropolitan 
New  York  City.  Both  small  and  large  volume  in¬ 
stallations  on  aluminum  combination  windows  and 
doors.  Highest  rates  paid.  Write,  phone,  or  call  in 
person.  Stormguard  Corporation,  1680  Coney  Island 
Avenue,  Brooklyn,  N.  Y.  DEwey  9-2100. 


Harnhart  Co.,  The  W 
lielson  Co.,  Inc . 


Calbar  Paint  &  Varnish  Co .  36 

Calder  Manufacturing  Co .  32 

Campbell  Sash  Works,  The .  37 

Compo-Miracle  Products  Co .  40 

C-Thru  Aluminum  Awning  Co .  39 

Uraftite  Products  Co .  31 

Eagle-Picher  Sales  Co.,  The .  33 

Fawsco  Mfg.  Division,  Fails  Stamp¬ 
ing  &  Welding  Co .  7 

Feather-Lite  Mfg.  Co... 34.  40.  42,  44.  46 

(iraef  Storm  Window  Co .  27 


.MISCELLANEOUS 


BL'SINE.SS  FOR  SALE:  Opportunity  to  buy  highly 
specializetl  contracting  business  with  ail  personnel 
completely  trained — store  fronts,  neon  signs,  theatre 
marquees.  Established  customers  in  radius  of  live- 
hundred  miles.  Located  in  midwestern  industrial 
city  of  seventy  thousand.  Profits  twenty  to  thirty 
thousand  annually.  Owner  retiring  from  business 
due  to  health.  Reply  Box  321.  Budding  Specialtiew. 
425  Fourth  Avenue,  New  \'ork  16,  \.  \. 


ALUMINUM  COMBINATION  STORM  sash 
window,  double  or  triple  track,  wanted  by  prominent 
distributor.  Covering  metropolitan  New  York  and 
Long  Island.  Box  314,  Building  Specialties.  425 
Fourth  Ave.,  New  York  16,  N.  Y. 


SELL 

KAUFFMAN 

RADIATOR  ENCLOSURES 


Industrial  Steels  Inc. 


Jamaica  Sash  &  Door  Co . 

Jasco  .\luminum  Products  Corp. 


SALESMEN:  If  you  want  to  improve  your  ull 
ing  technique,  get  a  copy  of  My  Hardest  Sale.  Tbii 
brochure  contains  authentic  stories  from  men  on  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  real, 
live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
the  brochure.  Send  for  one  or  several  brochure- 
today.  Building  Specialties,  42S  Fourth  Avenue. 
New  York  16.  N.  Y. 


Kauffman  Radiator  Shield  Co. 
Keystone  Alloys  Co . 

Lessam  &  Associates,  K.  K. .. 
Ludman  Corp . 

.Metal  Tile  Products,  Inc . 


Nash  .\luminum  Window  Corp. 
Paralastic  Products  Co.,  Inc... 


Roofing,  Siding  &  Building  Special¬ 
ties  .Manual . 


tOMINGl 
SOON! i 


Samcoe  Iron  Works . 

Schumacher  Co.,  The  F.  E - 

Security  Co.,  The . 

Shower  Door  Co.  of  .\merira 

Sprayed  Insulation,  Inc . 

Stahl  Industries,  Inc . 

Storm  .Master  Corporation.... 

Trapp  Company,  George  W.. . 
Trimedge.  Inc . h 


A  NEW 
PRODUCT  BY 


Hundreds  of  Thousands 
in  Use 

Throughout  the  Country 
Easy  to  Sell 

KAUFFMAN  RADIATOR  SHIRD  CO. 


Warner  Mfg.  Corp . 

Weather-Tite  . 

Weather-Wise  Windows.  Inc. 

Wilson  Mfg.  Co.,  L.  S . 

W’insulite  Mfg.  Co . 


vice-president  and  general  manager 
of  Trimedge,  Inc.,  who  points  with 
pride  to  his  many  years  of  highly 
specialized  experience  in  the  held 
of  aluminum  extrusions. 


addutei 


Trimedge,  inc. 


will  coojrcrate  fully  and  willingly  with  the  natiun’s  defense 
efforts.  But  as  long  as  and  in  such  quantities  as  the  necessary  raw  materials  are 
made  available  to  us  in  the  uncertain  days  ahead,  so  will  Trimedge  keep  faith 
with  its  distributors  and  their  dealers.  We  have  here  in  Youngstown  one  of 
America’s  most  modern  and  complete  extrusion  plants  with  three  modern  ex¬ 
trusion  presses.  We’re  producing  a  complete  and  practical  line  of  modern 
mouldings  in  a  continuing  process  from  ingot  to  finished  extrusion.  You  can 
depend  on  us  to  make  every  effort  possible  to  maintain  an  equitable  distri¬ 
bution  of  our  product.”  .  >  ^ 


Vice-President  and 
General  Manager 


TRIMEDGE,  INC.,  4021  MAHONING  AVE.,  YOUNGSTOWN  1,  OHIO 


